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Since 1910, more and more 
Telephone Companies have 
turned to L. M. Berry and Com- 
pany to handle their Directory 
_. Advertising. As a result, Berry 
men today are successfully 
handling more than 950 direc- 
tories for over 250 Inde- 
pendent and Bell Telephone 
Companies in 29 different 


states. 


We would welcome an oppor- 
tunity to handle your directory. 


Call or write today for details. 
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REYNOLDS ALUMINUM ~~ TELEPHONE BOOTHS 


New Look! 


Look at this new outdoor telephone booth 


designed in Reynolds Aluminum. You’ll like 
a ee Aten REYNOLDS 

what you see! Here’s the outdoor booth that’s a 
ALUMINUM 


credit to any location—and to your company, too. 
You'll like its wide areas of light and vision, the 
soft-looking, satin-like anodized aluminum finish, 
and all-over styling that’s as practical as it is 
good looking. Best of all, your paystation 
customers will like it, too! 


©t9 « 
$4 RfyNpios METALS 


New Business! 


You'll find a new source of revenue—extra 
revenue you’re probably missing now—when you 
install these aluminum outdoor booths. Put them 
at shopping centers, service stations, housing 
developments and other choice locations. Users 
like their roominess . . . the large shelf for packages 
or purse ... the handy tip-in directory .. . the 
excellent ventilation . . . and the many other 
advantages —including their outside convenience. 
Result: you get more paystation calls, 

more revenue. And remember, it’s extra 
revenue—for increased profits. 


New Economy! 


Aluminum outdoor booths made by Reynolds 


are surprisingly low in first cost — practically 
maintenance-free. Because they're aluminum, they 
keep on saving through the years. Aluminum can’t 
rust or rot, never needs painting for weather 
protection. Grease and pencil marks are easily 
removed. Parts are light, simply and quickly 
replaced in case of damage. Booths are extremely 
portable, easy to relocate. Supplied completely 
assembled or in sub-assemblies. Find out all about 
these and many more advantages. Write today 
for full information and the name of your nearest 
distributor. Reynolds Metals Company, 2000 S. 

Ninth Street, Louisville 1, Kentucky. 


REYNOLDS ALUMINUM FABRICATING SERVICE 
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FRONT COVER 


Present and former directors of the Kansas Telephone Association. Seated 
left to right are: CLIFFORD HEIDEBRECHT, Haven, Kans.; 
CARL TRAVER, Haddam, 
HOWARD ELLIS, Haviland, Kans.; ROSS GAULT, Wellsville, Kans.; 
Standing left to right are: 
DOUGLAS GLEASON, Topeka, Kans., TOM FEGAN, Junction City, Kans.; 
TOM LAMING, Tonganoxie, Kans.; J. G. KREAMER, Kansas City, Mo.; 
and CARL ULFFERS, Jr., 


Effingham, Kans.; PAUL GRAUER, Wilson, Kans.; 


Kans.; 
and GEORGE MURPHY, Gorham, Kans. 


ZIEGENBEIN, Osage City, Kans.; 


New directors not in the picture are HARRY MILLER, 
CLYDE TUCKER, Pleasanton, Kans.; and ROBERT WARREN, Ellinwood, 


Kans. 
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New Book Shows Way 


**...to the man 
who wants to get 
the most 


out of paystations’”’ 


This is not a catalog, not a circular. It’s a 
serious, 44-page book, crammed with authorita- 
tive, helpful information on paystation business. 
Here’s a note from the foreword: 


“This book is intended as a handy guide to 
the telephone man who wants to get the most 
out of paystations. It contains a wealth of sound, 
practical, business-wise ideas . . . proved money- 
makers in paystation development. Every aspect 
is covered — from tested methods for picking 
revenue-producing locations, to proved, efficient 
procedures for coin collection and accounting. 
Every suggestion, every idea, every method is 
field-tested—proved successful. They are taken 

WRITE: Automatic Electric Sales Corporation, 1033 W. from actual _experience of successful oper- 
Van Buren St., Chicago 7, Ill., or call HAymarket 1-4300. ating companies as noted on bibliography page. 


“The small-company telephone man who is 
VAN just beginning to consider paystation develop- 
AUTOMATIC ELECTRIE ment will find this book a valuable source of 
information. It will help him get started right 
. and help him make each location pay reward- 
ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE ingly. The commercial manager . . . already 
well-established in paystation business will find 
it a handy refresher.” 
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If you want a 
cheerful fire- 
place fire you 
get this— 


































If you want to 
tie a package 
securely you 

get this— 


















and if you want 
to harmonize 
you hit this— 









BUT IF YOU WANT THE 
BEST IN TELEPHONE CORDS 


ALWAYS ASK FOR 


COMMERCIAL! 


THE NAME THAT MEANS 





























e Quality 
e Economy 


e Long 
service 
life 


Catalog, Samples and 
Prices on Request 
Write, Wire or Phone 
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CORD & SUPPLY 
CO., INC. 


26 E. Main St. + Clifton Springs, N. Y. 
Phone: CLIFTON SPRINGS 189 
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ACROSS THE EDITOR’S DESK 


|H. T. McCaig 


H. T. McCaic, sales manager of 
the Lorain Products Co.. with office 
in Chicago, is a friend indeed. He is 
traveling the West Coast as this is 
written and his cheery messages plus 
clippings and news tips make him the 
answer to an Editor’s prayer. Seems 
like this entire column is about the 
Pioneers of the Independent tele- 
phone industry as Mr. Mac is a real 
one with more years of service on his 
record than he would care to divulge. 
He spent his first career with Strom- 
berg-Carlson until his retirement and 
is now for the title of 


dean of the traveling salesmen to our 


a candidate 
industry. 


| y . 
New Emblem 


NEXT MONTH the public will start 


| to become familiar with the new em- 
| blem of the Independent segment of 


the telephone industry. In a recent 
meeting of the Task Force on Na- 
tional Advertising of the U.S.I.T.A. 
held in New York under the Chair- 
manship of Carl D. Brorein, Tampa. 
the finished replica of the emblem 
was approved for use. August adver- 
tisements appearing in this and other 
national magazines will carry the new 
emblem. Photostats of the emblem 
have been sent to all member com- 


panies of U.S.I.T.A. 


in advertisements 


for use locally 
and directories. 
This magazine in conjunction with 
Telephony, our contemporary, will 
co-operate in publicizing the emblem 


in our August issues. 
BHsG& 


Charles Cheeney 


OUR OLD FRIEND Charles Cheeney 
of Chesaning, Mich. is contemplating 


a conversion of the telephone com- 
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there. mutual 
friends. We were over in Michigan 
in late June as a guest of 7. A. Saund- 
ers of the Union Telephone Co.. 
Owosso, who took us over part of 
the state on an inspection trip of 
company properties. At Grayling we 
were guests of Peter Potter of the 
Staff of the Michigan commission and 
had the opportunity of meeting 
Charles Curtis, also of the commis- 
sion. The project at 
Owosso is in the works and the build- 
ing is now being erected in down- 


pany according to 


conversion 


town Owosso. 


oe | 
Loren M. Berry 


THE JUNE IssuE of “The Indepen- 
dent Call” published by the Ohio In- 
dependent’ Telephone — Association 
paid tribute to Pioneer Loren M. 
Berry of Dayton. The picture was 
hand drawn by Leland S. McClelland 
and depicted Mr. Berry’s hobbies, his- 
tory and sales experience as head of 
L. M. Berry & Co., directory publish- 
officer of 


past 


ers. Loren has been an 
both Pioneer 
president of the Independent Pioneers 


He is an ardent fisher- 


associations 


of America. 
man, a better piano player than Har- 
ry Truman and his travels lead us 
touch of the 


to believe he had a 


wonderlust. 
a 8 8 
Herbert E, Clapham 


FRIENDS OF Herbert E. Clapham, 
director of publicity of the Automatic 
Electric Co., Chicago, can address 
him at his home 410 N. Spring Ave., 
La Grange Park, Ill., where he is con- 
valescing from a recent illness. Herb 
is one of the best writers in the in- 
dustry and is well known to readers 
of this magazine as his writings have 
appeared in these columns from time 
to time for the past 30 years. 
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The Tool 
and the 


Sleeve 


that are made to work together 


together 
they make the 





+ perfect splice 


The National Telephone Supply Pitt 


5100 SUPERIOR AVENUE « CLEVELAND 3, OHIO 
Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 
Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


Nicopress is the Registered Trade Mark of The National Telephone Supp!y Company | | 


STROMBERG- CARLSON 


which has always made the Finest now offers 


you the Industry’s most Complete line of telephones in 


Sound investments in subscriber satisfaction 
Sound investments in increased revenue 


Sound investments for minimum service 


See the pages following for full details... 





Stromberg-Carlson full-color telephone 


EVERY ONE A HIGH-EFFICIENCY ‘‘W” TYPE—FOR IMMEDIATE 


A restful modern color Chestnut Brown For rich harmony wit 


Canary Yellow A brilliant spot of color 
walnut or mahogany 


for your subscriber's to complement your 
subscriber's drapes Contrasts nicely 


living room. 
with natural wood 


and furnishings. 





Many subscribers want full-color telephone instruments, to be in keeping 
with modern decoration. Stromberg-Carlson, as usual, is the first to make available to you a 
complete line of modern instruments in solid color. Of course, 
these new solid color phones are all the ‘‘W” type high-efficiency ‘‘1500” Series 
instruments. the best in the industry. Every telephone has matching handset in color and 
scratch-proof dial with non-breakable satin finish chrome finger wheel. All are equipped with gray 
Koil Kord (except brown which comes with a brown Koil Kord). 
Ordering is very simple. Just order as you would for black ‘phones—-specifying dial, 
ringer, etc. and simply add the name of the colors wanted. 


How many, please? 








blending with 


nel nstruments Lp 2 = , , \ > ane 








warm tones. 


ATE, | ELIVERY 


Perfect for bedroom, 


dining room 





or kitchen. 








ny witt Antique Ivory Warm, creamy tones FE Chinese Red Adds crackling 


for the gracious, excitement to home 









ogany 
ly traditional styling. or office. 


ood 






Dove Gray Makes an office 
‘phone the perfect 
accessory—good in 







homes, too! 







and remember... 


Stromberg-Carlson’s is the only line of colored telephones 
which are quickly convertible to wall mounting — another 
extra subscriber service, to bring you extra income. 












SALES HELPS, too. We have ready for your use two en- 
velope inserts, pririted in full color, for advertising to sub- 
scribers the availability of these new instruments. Write 
your nearest, branch for samples. 







hese are just two of the handsome TWO-TONE effects 


brocurable with these housings. 8 decorator colors in all! 


and you can convert current inventory to the color 


trend by ordering these housings for 


TWO-TONE PHONES 


Stromberg-Carlson overlooks no bets! Even your current inventory 
of ‘‘1400’’ or *‘1500’’ Series telephones can start bringing you extra 


revenue, by easy conversion. 


You order housings only—in the same eight colors available in full- 
color ’phones. Loosening one screw is all you need to do to remove the 
black housing and slip on the colored one. 


HERE’S HOW TO ORDER: 


Canary Yellow 


For ‘‘1400” or ‘‘1500”’ Series telephones, 
order No. 213009 


French Blue 


For ‘‘1400”’ or ‘‘1500”’ Series telephones, 
order No. 213008 


Chestnut Brown 


For ‘‘1400”’ or ‘‘1500”’ Series telephones, 
order No. 213125 


Antique Ivory 


For ‘‘1400" or ‘‘1500”’ Series telephones, 
order No. 212586 


Desert Beige 


For 1400” or ‘‘1500”’ Series telephones, 
order No. 213124 


Dove Gray 


For 1400” or ‘‘1500”’ Series telephones, 
order No. 212113 


Olive Green 


For ‘‘1400”’ or ‘‘1500"’ Series telephones, 
order No. 212587 


Chinese Red 


For ‘‘1400"’ or ‘‘1500”’ Series telephones, 
order No. 212588 


STROMBERG- CARLSON 


OO Ol si en ee re) 2 OE 


Sales Offices: Atlanta 3, Chicago 6, Kansas City 8, Rochester 3, San Francisco 
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ON THE 


Dear Sirs: July 15, 1955 


COMMUNICATIONS WORKERS OF AMERICA (CWA) voted at annual convention at 
St. Louis to assess each member 1 day's pay to build up union's strike de- 
fense fund, depleted by recent strike against Southern Bell Tel. & Tel. 
Co. Collection is expected to add more than $4 million to union's de- 
fense fund, according to Joseph A. Beirne, C. W. A. president, & "will go 
far toward reaching earlier established goal of an added $8 million" to 
fund. 


1,500 delegates to convention voted to include demand for 35-hour work 
week for all its members in forthcoming negotiations. Union previously 
had planned to demand 35-hour week only for about 175,000 telephone 
Switchboard operators. 


Demand would amount to an increase in hourly wages since CWA will ask for 
shorter hours with no reduction in take-home pay. Most of workers cur- 
rently are on 40-hour week. 


35-hour week demand will be one of union's "major collective bargaining 
goals for coming year," union announced. One objective of demand is to 
partially offset effects of automation in communications industry. 


"We don't pretend that it is a cure-all, but it will help," said Mr. 
Beirne. He said nearly 20,000 workers in Bell System lost their jobs last 
year as result of being replaced by automatic equipment. At same time, 
telephones in use increased by nearly two million, he declared. 


Another demand set up by convention for negotiations is basic wage in- 
crease. Amount to be asked, however, will be determined by negotiators 
with individual companies. 


Other demands will be for minimum pension of $100 per month over & above 
Social Security payments, for health & insurance benefits, elimination 
of pay differentials for same job in different areas, & shortened ap- 
prentice periods. 


Demands will be presented to many major Bell System operating companies 
when contracts with Communications Workers come up for renewal between 
now &fall. Union holds contracts with 16 of 21 Bell System companies. 
A union official said "first cluster" of contracts to expire are with 
Michigan & Ohio companies & with Western Electric Co. 


REGULATORY COMMISSION OF MOUNTAIN & PACIFIC STATES have called for re- 
peal of excises on communications & transportation services, payment 
to utilities of their highway relocation costs, & policy under which 
recommendations on use of optional accelerated tax depreciated meth- 
ods will be deferrd until complete Internal Revenue Service regulations 
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are available & "it becomes reasonably certain these provisions are to 
remain in the (International Revenue) Code." 










In addition to adopting resolutions, Mountain-Pacific state commis- 
sioners elected Arizona Corporation Commission Chairman William T. 
Brooks as their pres., New Mexico Public Service Commission Chairman Le- 
roy W. Leibrand as vice pres., & reelected Jefferson Church of Wyoming 
Public Service Commission staff as sec.-treas. 
* 










* 


YEAR'S FXTENSION OF THE TIME in which to begin field tests of dialaphone, 
a device which dials preset telephone numbers upon activation by user, 
has been asked of California Public Utilities Commission by James Kil- 
burg Corp., distributors of the device. Case began in 1950, when Kil- 
burg company filed complaint with commission against foreign attach- 
ment rule of Pacific Tel. & Tel. Co. Tests are now scheduled to be started 


no later than Aug. 10. Several peer extensions have been granted. 





* 












* 





WESTERN UNION TELEGRAPH CO. last month joined American Tel. & Tel. Co. 
and US. Independent Tele; Telephone Association in support of FCC rule proposal 
which would provide that accounting for membership fees & dues in organ- 
izations engaged inactivities beneficial to community should be charge- 
able to operating expenses rather than miscellaneous income charges in 
common carrier bookkeeping. 








k * x 


CONSOLIDATED NET INCOME OF GENERAL TEL. CORP. & subsidiaries for first 5 
months of 1955 amounted to $11,660,000, as “compared with $9,399,000 for 
same period of 1954. Consolidated net income for 12 months ended May 3l, 
1955 was $26,677,000, as compared with $22,457,000 for 12 months ended 
May 31, 1954. After dividends on preferred stocks of General Tel. Corp., 
consolidated net income applicable to Common Stock of General for first 
5 months of 1955 amounted to $8,281,000, as compared with $5,738,000 for 


same period last year. 
























For 12 months ended May 31, 1955, net income applicable to the Common 
Stock was $18,482,000, as compared with $13,772,000 for 12-month period 
ended May 21, 1954. 












Consolidated operating revenues cf telephone subsidiaries totaled 
$26,878,000 for first 5 months of 1955, compared with $57,030,000 for 
same period in1954. Including manufacturing, sales & directory opera- 
tions, total consolidated revenues for General Telephone System amount- 
ed to $77,605,000 in 1955, as against $69,760,000 in 1954 for first 5 
months. 

















For 12 months ended May 31, 1955, telephone operating revenues totaled 
$147,835,000, compared with $133,917,000 for similar period in 1954, 
With manufacturing, sales and directory operations included, General 
Telephone System consolidated reverues were $177,880,000 as of May 5l, 
1955, contrasted with $158,507,000 for same period in1954. Telephones 
in service for the System companies at May 31, 1955 totaled 1,864,000. 


p+ ; 
1 Link 


Ray W. Smith, Editor 
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Coming ...the key to the city! 


Independent telephone service says 
“you're welcome”’ in 11,000 communities ! 


GROWTH IN NUMBER OF TELEPHONES 


in Independent Telephone Companies 
Along with the shift of American industry— out where there’s 
room to grow— population is moving too! As families settle in new homes. . .in new 

surroundings... the telephone is a familiar tie to old friends and new neighbors. 

A key that opens many doors. Supplying this key—to the cities, towns 

and villages that cover two-thirds of our nation—are 5,000 Independent 

‘Felephone Companies. Helping communities grow ... and growing 
with them ... by making progress always welcome! 


Telephone by Automatic Electric Company 


UNITED STATES INDEPENDENT TELEPHONE ASSOCIATION 





Pennsylvania Building + Washington, D.C. 
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after calf 


Millions of calls for a million reasons —to the grocer, the doctor, between friends 
or business men, keep our telephone exchanges alive day after day, year after 
year with the nation's business. Which reminds us that every subscriber has a real 
and continuing need of the one thing that telephone companies sell —SERVICE! 

Providing this dependable service on a profitable basis requires more than 


merely enough telephones and lines to reach all the people in your area. It de- 


mands an exchange that always provides service, with the lowest possible ratio 


of ‘‘lost calls.”’ 

North All-Relay Automatic Exchanges are designed 
to assure RELIABILITY in the commodity you sell. That's 
why a North system will serve your subscribers and 
your balance sheet with the highest ratio of completed 


calls and the lowest maintenance requirements. 


We would appreciate the opportunity of showing 


you why “‘call after call... '’ means unit after unit of 


bankable revenue with 
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Your Nearest 
Kellogg Shipping Point 
is Never Far Away! 
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Dead-Ends for Plastic Cable —Designed 


for thermoplastic insulation, this fit- 
ting protects while firmly holding 
cable in elongated grip in which the 
unit pressure is small because of large 
area of gripping surface. PRE- 
FORMED LINE PRODUCTS CO. 
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First Choice of the Telephone Industry! 
The Raytheon RectiChargeR is fully 
automatic, maintains constant output 
voltage regardless of variation of load 
and line voltage. Never overcharged 
or undercharged, batteries last longer. 
RAYTHEON MFG. COMPANY. 


@ Kellogg’s six conveniently 
located warehouses and more 
than 100 supplier distribution 
points throughout the 

United States assure you the 
fastest, and most economical 
delivery of guaranteed, 
factory-tested line supplies. 


AELLOGG.,, 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 


Sales Offices: 79 West Monroe Street, Chicago 3, Illinois 


Simple, Quick and Sure! For splicing 
two wires of different sizes, there’s 
nothing simpler than using Nicopress 
reducing sleeves and the Nicopress 
31-DC tool. Splices ‘are always tight 
and strong. Made by the NATIONAL 
TELEPHONE SUPPLY COMPANY. 





ANY 


ration 


linois 


Write, Wire or Phone Your 
Next Order For SuppliesTo.. 


Mill telere Branch Warehouses 
and Offices: 


6000 W. 5lst Street 
Chicago 38, Illinois 
REliance 5-5445 


4501 Truman i Tofofe| 
Kansas City 1, Missouri 
Humboldt 7085 


410 N. Syndicate Avenue 


St. Paul 4, Minnesota 
Nestor 5878 


1515 Turtle Creek Blvd. 
Dallas 2, Texas 
Prospect 5191 


1663 Mission Street 
San Francisco 3, California 
Market 1-6011 


1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


KELLOGG Branch Offices: 


406 S. Main Street 

los Angeles 13, Calif. 
720 S. Washington Street 
Portlane 5, Oregon 


Long Service Life and Low Plant Costs 
go hand-in-hand with the installation 
of ENDURPRENE — The Neoprene 
Drop Wire available in both Copper- 
weld and Bronze. This flexible and 
easy to handle wire is made by GEN- 
ERAL INSULATED WIRE WORKS, 
INC. 


Time Proven — for 62 years, Exide 
Batteries have served the telephone 
industry. Manchester Positive plate 
and button type construction provide 
long life. Use Exide for all battery 
needs. Exide Indus. Div., ELECTRIC 
STORAGE BATTERY COMPANY. 


These Double-Faced Signs are made of 
long-life porcelain enamel fused to 
heavy gauge steel. Clear visibility and 
permanent colors are features of signs 
made by INGRAM-RICHARDSON 
MANUFACTURING CO. With eith- 


er plain or activated surface. 


Cable Placing Shoe— used for guiding 
cable in raising the cable from the 
reel to the strand. Strong but light in 
weight—made of cast aluminum with 
steel arms and rollers. Locking pins 
keep shoe on strand. Made by CABLE 
SPINNING EQUIPMENT CO. 


$-5 Sub-Cycle for Synchromonic ~—ring- 


‘ing. Generates 30, 42, 54, and 66 


cycles plus a fifth frequency. Ringing 
frequencies are locked to the AC line 
frequency. Provides maintenance-free 
operation. Made by LORAIN PROD- 
UCTS CORPORATION. 








REA Reports On Allocation 

to Farm Telephone Borrowers 
By THE END of May, the Rural 

Electrification Administration had al- 

$226.605.542 in tele- 


338 borrowers since 


located farm 
phone loans to 
the program began in late 1919, and 
has actually advanced $95,600,457 to 
borrowers, the agency reported last 
month in its monthly statistical sum- 
mary of the telephone program. 

REA said that as of June it had 
158 telephone loan applications on 
$49.021.769. Total 


funds authorized by Congress for tele- 


hand, totaling 
phone loans since the start of the pro- 
eram have amounted to $267,736.718, 
it was brought out. Loan estimates 
on a cumulative basis, are $141,707 
miles of pole line to be added, and 
$259,920 subscribers to be added to 


a present total of 235.153. 


Ireland To Succeed Barnhart 
As BSDA Div‘n Director 
GEORGE IRELAND, general commer- 
cial manager-eastern area of the Bell 
Telephone Co. of Pennsylvania, will 
take a six-month leave of absence 
from the company to serve on loan 
with the government as Director of 
the Communications Division in the 
Business & Defense Services Adminis- 
tration of the Department of Com- 
merce, it was announced last month. 
Mr. Ireland is expected to assume 


Aug. 1, 


when he will succeed Hugh A. Barn- 


his government post about 


hart. president of the Rochester 
(Ind.) Telephone Co., who has been 
serving the government on a_ loan 
basis since January 21. During the 
absence of Mr. Ireland from Bell of 
Pa., John C. 


company’s Philadelphia Division, will 


Mott, manager of the 
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serve as acting general commercial 
manager. 

Mr. Ireland. who began his tele- 
phone career with Bell of Pa. in 1929, 
became manager in Harrisburg in 
1939 and district manager in Wilkes- 
Barre two years later. From 1946 
to March, 1949, he was a staff assis- 
tant in the personnel relations depart- 
ment of the American Telephone & 
Telegraph Co. He served as central 
division manager in Harrisburg from 
March, 1919, to April. 1951, when 


BOT SECRETARY 


a een ate 
ee 


rod ® 
ee 
a 
® 


he was named general commercial 
manager in Philadelphia. 

Mr. Mott, who joined Bell of Pa. 
in Pittsburgh in 1929, served in vari- 
ous capacities in the Western Area 
until being assigned to Philadelphia 


in 1942, 


Western Utilities Corp. 
Merger Completed 

THE MERGER of Western Utilities 
Corp., West Coast Utilities Corp.. and 
Loveland & Co. became effective last 


Looking at “Management Institute’ exhibit (I. to r.): A. J. ZIMMERMAN, executive director, 
Washington Independent Telephone Association; M. J. MURPHY, general commercial agent, 
Pacific Telephone & Telegraph Co.; and L. M. CURRY, president, Washington Independent 


Telephone Association. 
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ae ‘// | Many companies have found that it costs less 

. to install Copperweld* Line Wire than any 

other type. It’s light in weight, smooth, easy 

to handle and economical to string, even on 

the longest spans. Next time you order line 

wire, specify ‘‘Copperweld.”’ You’ll find it pays! 

TWO POPULAR SIZES 

.104”-40 High Strength for toll lines and long 
subscriber loops. 

.080” -30 Extra High Strength for short subscriber 
loops and secondary toll lines. 


*Trade Mark 


COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION 
Glassport, Pa. 


COPPERWELD STEEL UNTER MATIOWAL COMPAHY, New Tork 


- + The Ideal Combination 






SOLD BY LEADING DISTRIBUTORS 
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month according to Chester H. Love- 
land, president of the three corpora- 
tions. 

The surviving corporation is to be 
known as Western Utilities Corp. 
with Mr. Loveland remaining as pres- 
ident. The merger consolidates into 
one organization the holdings in three 
operating utility 
long under the management of Mr. 


public companies 
Loveland and his associates. 

Western Utilities Corp. now direct- 
ly owns substantial amounts of the 
common stock of California Water & 
Telephone Co., West Coast Telephone 
The States 
Telephone Co. 

Total capitalization of the three 


Co. and Southwestern 


operating companies is in excess of 
$96,000,000 with the value of the 
gross plant and equipment in service 
exceeding $102,000,000. The com- 
panies serve more than 300,000 tele- 
phone stations and some 51,000 water 
consumers. Mr. Loveland also serves 
as president of these companies. 

California Water & Telephone Co. 
is a $45-million corporation provid- 
ing water service to cities in Monte- 
rey, San Diego and Los Angeles 
Counties, and telephone service to 
areas in Los Angeles, Riverside and 
San Bernardino Counties. 

The West Coast Telephone Co. is 
a $29-million corporation providing 
telephone service in areas of Oregon, 
Washington and Northern California. 
The Southwestern States Telephone 


Co., a $21-million corporation, pro- 


vides telephone service in various 


sections of Texas, Louisiana, Okla- 


homa and Arkansas. 
With the 


also announced 


Mr. Loveland 
the election of two 
new members, P. P. Stathas 
Grier D. Patterson, to the board of 
directors of Western Utilities Corp.., 
that 
men had been elected as directors of 


merger, 


and 


and also announced these two 
the operating companies. 

Mr. Stathas is the senior partner of 
Duff & Phelps, Chicago public utility 
security His back- 
ground includes many years’ experi- 
ence in the operation of public utility 


analyst firm. 


companies and he has served as a 
consultant for many utility companies 
throughout the United States and 
abroad. 

Mr. Patterson is a senior partner 
of the Chicago law firm of Winston, 
Strawn, Black & 
been familiar with the properties and 
California Water & 


Towner. He has 


operations of 
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CHESTER H. LOVELAND, president of 
Western Utilities Corp. 
Telephone Co., The Southwestern 
States Telephone Co. and the West 
Coast Telephone Co. for several years. 

Mr. Loveland stated that the con- 
solidation of the holdings in the op- 
erating companies into one corpora- 
tion had many advantages from the 
viewpoint of both management and 
stockholders. He pointed out that 
among other things it would improve 
the market for Western Utilities’ com- 
mon stock and help prepare an ave- 
nue for future financing. Mr. Love- 
land also stated that these advantages 
should prove beneficial to the operat- 
ing companies. In addition, these 
companies will benefit from the wide 
experience and guidance of these two 
new members to their board of direc- 
tors. Both of these men presently 
serve as directors of several import- 
ant progressive corporations. 

The directors of Western Utilities 
Corp. are: Chester H. Loveland, 
Charles de Y. Elkus, Charles de Y. 
Elkus. Jr.. John L. Lilienthal. Russell 


J. Loveland, Grier D. Patterson, and 
P. P. Stathas. 


West German Government 
Reports Telephone Growth 

THe West GERMANY government 
last month issued its annual indus- 
tries’ report which proved that the 
Bundepost is continuing expansion 
of telephone and telegraph facilities 
in keeping with postwar growth and 
rehabilitation of the country. 

The Bundepost had 3,445,000 tele- 
phones in service at the end of 1954, 
compared with 3,183,000 at the end 
of 1953. 


7.3 percent and long distance calling 


The number of calls rose 


was up 10.6 percent last year. During 


the year, 260 new dial and one man- 
ual telephone exchanges were install- 
ed providing 43,800 new line termi- 
nals. About 45 percent of all long 
distance calls are now dialed directly. 


India’s 2nd 5-Year Plan 


Includes Telephone Expansion 

AIMING FOR a 25 percent increase 
in national income and employment 
opportunities for an additional 10 to 
12,000,000 persons, the Indian gov- 
ernment’s Planning Commission has 
included an ambitious program for 
the expansion and rehabilitation of 
telephone and telegraph services as 
part of the nation’s second five-year 
plan, which will start in March, 1956. 

In the first five years, the objective 
has been to have a telephone ex- 
change in every district headquarters 
in towns having more than 30,000 
population. By the end of March, 
1956, it is hoped to have about 800 
exchanges and 260,000 telephones. 

During the second 5-year period, 
the commission intends to provide 
about 1,200 long-distance public call 
offices. A large number of telegraph 
offices are planned, with many to be 
placed in villages with a population 
above 5,000. 


Hawaiian Telephone Co. 
Boosts Quarterly Dividend 

AN INCREASE in the quarterly divi- 
dend on common stock of the Hawai- 
ian Telephone Co., to 2214 cents a 
share from the previous rate of 20 
cents, has been declared for the sec- 
ond quarter of this year by the Board 
of Directors. The boost is attribu- 
table to the continuing high level of 
business, a report to stockholders 
pointed out. 

Hawaiian Telephone gained 4381 
telephones in the first five months of 
this year, compared with 2289 in the 
same period of 1954, and now serves 
138,000 stations, it was re- 
ported. At the same time, interisland 


and transpacific calling volumes were 


close to 


considerably over last year, with in- 
terisland traffic up 14.39% and trans- 
pacific calls up 30.1%. Factors con- 
tributing to the rise in outside-Ha- 
waii traffic included expanded tourist 
activity, increase in military person- 
nel, and a volcanic eruption. 
Prospect for the future is contin- 
ued growth, it was added, and sub- 
stantial construction work is contin- 
uing. Additional dial 
complete island-wide dial service on 
Maui, and installation of two more 


conversions, 


Please Turn To Page 27 
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Spotlighting toll service— 


CULAGRAPH 


...speeds toll service 


revenues 
mas (3 


"34 


Photo courtesy of 
Kellogg Switchboard and Supply Company 


Calculagraph automatically figures toll time — Eliminate 
time-consuming, service-slowing manual figuring of 

elapsed time on toll calls. Calculagraph is quicker, easier, completely 
accurate. There is no possibility of clerical errors. 


Calculagraph is accurate to the second — Precision cal- 
culations by Calculagraph are accurate down to the 

last second... make it possible to collect all the revenue due 

on every toll call. Calculagraph records are indisputable. 


Calculagraph prints permanent toll records — 
Elapsed time records printed on permanent toll tickets 
make accounting methods simpler, more efficient. Tickets 
are easier to read, permanently legible, available for re- 
ference at any time. 


AUTOMATIC TOLL TIME CALCULATING AND RECORDING PAYS! 
Complete information is contained in the Calculagraph Bulletins 
available in a handv file folder. Write for your copy to Dept. TE. 


CALCULAGRAPH company 


HARRISON « NEW JERSEY 


THE STANDARD OF ACCURACY...SINCE 1892 
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America has plenty to talk about! 


Each day, thirty million conversations keep 
the lines of Independent Telephone Companies busy! 


AVERAGE LOCAL CALLS PER DAY 
In Independent Telephone Companies 


Americans in this land of plenty have more to spend... more 
to enjoy ...and more to talk about than ever before! In the 11,000 communities served by 
Independent Telephone Companies, they strike up thirty million 
telephone conversations a day—-make more than a million calls to distant 
cities! This great and growing demand keeps America’s 5,000 
Independents adding steadily to their eight million telephones... 
to give a nation with plenty to say... plenty of service! 


X_ unre STATES INDEPENDENT TELEPHONE ASSOC/AT/ION 





Pennsylvania Building + Washington, D. C. 


YOUR JULY, 1955 TELEPHONE ENGINEER & MANAGEMENT 








| AU 


AY 


jes 








LIFE OF TRADE 


‘Slavins Go.7- 


Every salesman knows that the telephone di- 
rectory is his best guide in breaking into any town 
with a brand new line. 


It’s an accepted fact now in business that tele- 
phone directory advertising and listings have be- 
come a “must.” Yes, “you’re in business, if you’re 
in the telephone book.” 


Are you one of the telephone men who hasn’t 
the time to capitalize on this basic advertising 
medium—your own telephone directory? 


LOOMIS 


ADVERTISING 
Cc OM PA NY 


Over 760 cities ond towns in 20 states are 
served by 250 Loomis-built directories. 


Wesley H. Loomis III, 
810 Baltimore, Kansas City, Mo. 


We have commissioned Mr. Benton to draw 
four scenes of American Life. A limited edition 
of 9 x 15-inch prints suitable for framing has 
been ordered. We think they offer a nice public 
relations touch to your telephone office decora- 
tion. To get your Benton print FREE, write 





erm 


It’s no longer necessary to be advertising solici- 
tor, printer and publisher—in addition to being a 
good telephone man. Now you can turn over the 
mountain of details, involved in getting the maxi- 
mum in revenue and good will out of your di- 
rectory, to people who make a specialty of building 
telephone directories. 


The Loomis Advertising Company is one of the 
fine organizations in the field. Why not call our 
nearest office. No obligation on your part, of course. 
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“Where to Call” 
KANSAS CITY 
810 Baltimore 
HArrison 1270 
FORT WAYNE 


229 E. Berry St. 
EAstbrook 3477 
























PES LEU 


MANCHEX. TELEPH 


= 
mw. HK 


AMERICA'S 


WANE DEFENSES 
LINKED BY WAV Ze LOUTH 


.»»BACKED BY DEPENDABLE EXIDE-MANCHEX BATTERIES 


WAR OR PEACE, MAN-OR NATURE-MADE DISASTER, THE CALLS MUST GET THROUGH, 
GUARANTEEING OPERATION OF DIAL EQUIPMENT AND PROVIDING AMPLE POWER FOR*..’ 
CIRCUITS ARE THOUSANDS OF MANCHEX TELEPHONE BATTERIES BUILT BY EXIDE =: 
TO ASSURE CONTINUITY OF SERVICE ,., POSITIVE OPERATION OF EQUIPMENT. , 


ORB OF SINCE 1889 


MEAN LESS COST EX/DE ENGINEERS 
FOR YOU HAVE EXPERIMENTED WITH 


THOUSANDS OF BATTERY IDEAS, 


THE IMPROVED PLANTE TYPE POSITIVE THE RESULT IS THE HIGH QUALITY 
PLATES OF THE EXIDE-MANCHEX EXIDE-MANCHEX BATTERY 
BATTERY ARE OF THE MANCHESTER SO WIDELY USED BY TELEPHONE 
DESIGN— AN EXCLUSIVE EXIDE SYSTEMS THROUGHOUT THE U. S, 
FEATURE. BUTTONS OF LEAD DELIVER 

THE POWER YOU NEED, WHEN You 

NEED IT. OVER AHALF CENTURY OF 

DEPENDABLE PERFORMANCE IN 

TELEPHONE BATTERY SERVICE HAS 

DEMONSTRATED THAT EXIDE 

BATTERIES WITH THEIR 

BUTTONS OF POWER ARE 

YOUR BEST POWER BUY — = 


AT 





LET EXIDE HELP SOLVE YOUR TELEPHONE 
BATTERY PROBLEMS. @ CALL AN EXIDE SALES 
ENGINEER FOR FULL DETAILS. @ WRITE 

FOR FORM 4993, A TELEPHONE BATTERY 
ENGINEERING AND MAINTENANCE MANUAL. 


> 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa. 
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(Continued From Page 22) 
transpacific circuits are included in 
the service improvement and expan- 





sion program. 


Jacobson Sees Expanded 
Telephone Use In 1975 


THE TECHNICAL knowledge of tele- 
phony possessed today far exceeds 





man’s present use of telephone service 
throughout the world. President A. 
4 F. Jacobson of the Northwestern Bell 
Telephone Co. declared in one of 15 
forecasts of 1975 prepared by leaders 
of business and science, recorded in 
a vault in the new $7,000,000 build- 
ing of the Prudential Life Insurance 
Co. in Minneapolis. 

Although rapid progress in tele- 
phony makes it “impossible to pro- 
phesy” what telephone service will 
be like 20 years from now, and the 
full future value of such developments 
as the transistor and the solar bat- 
tery “cannot yet be imagined,” the 
future by 1975 probably holds the 
following, Mr. Jacobson said: 


A telephone in nearly every room 





of the average home; routine trans- | 
continental dialing; portable personal | 
radiotelephones; rural private line 
service; available combined telephone 
and television service; wide use of 
the speakerphone (hands free tele- 


phone) ; rapid and easy transmission 





of graphic records (facsimile); and 
common use of vehicular, train and 
airplane mobile service. 

President Carrol M. Shanks 
Prudential, looking ahead 


of | 
the | 


lO00th anniversary of the company in 


to 


1975, visualized easing of routine 
jobs by automation, and expansion 
of communications facilities to make 
decentralization of financial and in- 
surance institutions the normal pro- 
cedure. 


Court Upholds Company 
In Municipal Discount | 

THE POWER to force a municipal | 
discount is rate-making, and in Mas- 
sachusetts the rate-making power has 
been delegated to the Department of 
Public Utilities, the state’s Supreme 
Judicial Court has ruled in uphold- 
ing the New England Telephone & 
Telegraph Co.’s contention that it 


does not have to furnish service to 
the city of Brockton at a discount. 





In its order, the state’s highest 
court reversed a lower court finding 
in favor of the city. Brockton point- 
ed out that the company had been 
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WATCH FOR 
THIS BRAND! 











Get the complete story TODAY! Write for 
FREE Pamphlet entitled ‘‘Full-Length Treated 
Northern White Cedar PENTA POLES”’ 


PAGE & HILL, INC. 


MINNEAPOLIS 3, MINNESOTA 


Oa 
FLEXO™ 


for CENTRALIZED INFORMATION RECORDS 




























Speed up central information switchboard records. 
Make all of your telephone listings conveniently 
available to every information operator. 

With Acme FLEXOLINE Listing Equipment you 
have an up-to-the-minute record at all times, be- 
cause changes are made in records immediately 
upon installation or change in service. 









Revolving stands provide 
compactness and great capac- 
ity—in single or double tier 
units—from 7,000 to 147,600 
listings. May be used on desk, 
switchboard or on pedestals. 






Desk stands, as individual 
units with up to 32,800 
listings capacity or banks 
of any number of stands, 
for greater capacity. 












Insite Index for small information 
lists or any other list. Used on key 
shelf or desk. Sizes and capacities 
from 350 to 2,500 listings. 






Send for illustrated 
descriptive booklets 












Regardless of the type of switchboard you use or the TODAY! 
number of subscribers you have, there is an Acme Time- 
Saving FLEXOLINE modern, hi-speed reference unit that 


will exactly meet your individual purpose. 


ESS visiece RECORDS, INC. CROZET. VIRGINIA 


District Offices and Representatives in Principal Cities 
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, granting it a discount for more than 


50 years in compliance with an early 
ordinance, while New England Tele- 
phone took the position that the ordi- 
nance no longer applied, since the 
department — the only agency with 
authority over telephone rates 
lowed the company to remove muni- 


al- 
cipal discounts in 1949. 


General of Southwest 
Reports New Rate Hikes 
GENERAL TELEPHONE Co. of the 
Southwest was granted the following 
rate increases during May: 





Old New 
Exchange Effective Rate Rate 

Arcola, Texas June 1, 1955 
Dial Bus.—1-Party $7.50 $8.50 
106 Stations 2-Party 7.00 7.00 
RES.—1-Party 4.50 4.75 
2-Party 4.00 4.25 

Rosharon, Texas June 1, 1955 
Dial Bus.—1-Party 7.50 8.50 
107 Stations 2-Party 7.00 7.00 
Res.—1-Party 4.50 4.75 
2-Party 4.00 4.25 
4-Party 300 «©6375 

Haskell, Texas September 11, 1955 

Common Bot. Bus.—1-Party 7.50 9.00 
1,268 Stations 2-Party 6.00 7.00 
Res.—1-Party 4:25. A475 
2-Party 3.50 4.00 

Smiley, Texas June 6, 1955 
Dial Bus.—1-Party 6.50 8.50 
191 Stations 2-Party 5.00 6.50 
Res.—1-Party 3.50 4.75 
2-Party 3.00 375 


Rate Hike Approved 
for General of Northwest 


GENERAL TELEPHONE Co. of the 
Northwest has been authorized by the 
Washington Public Service Commis- 
sion to increase its local service 
by $173,941 on an annual basis. 

In arriving at this the 
Washington Public Service Commis- 
sion allowed a rate of return of 7% 
on the net original cost of the com- 
pany’s Washington property in ser- 
vice for the year 1954. The revised 
order was effective June 8. 

General Telephone Co. of the 
Northwest provides service to more 
than 56,000 telephones in the States 
of Washington, Idaho and Montana, 
a large portion of which are in the 
so-called “inland empire” of the fast 
growing Northwest. 


rates 


decision 


Illinois Bell To Sell Exchange 

To Western Illinois Tel. Co. 
Tue Ituinois BELL Telephone Co. 

last month sought certification from 


| the FCC that the proposed sale of its 


| interest. 


Oquawka, Ill., telephone exchange to 
the Western Illinois Telephone Co. 
would not adversely affect the public 
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the story of healthy expansion, 
large-scale modernization, 


progressive management 


Meet the man who directs Central 
lowa’s operations, Vice-President 
and General Manager John J. 
McIntosh. He joined the company 
in 1934 as a lineman on a con- 
struction crew and continued in the 
various capacities of cable splicer, 
maintenance man and as exchange 
manager at several locations; and 
later as a division manager when 
the company was operated as two 
divisions. He became general man- 
ager in 1951 when the company be- 
gan operating as one unit and was 
made vice president in 1954. His 
office is in Cedar Rapids. 
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THE TEAM — Sutherland Dows, center, president of the Central lowa Telephone Co. 
looks over exchange construction plans with Sutherland Dows, Jr., vice-president, right, 
and John McIntosh, vice-president and general manager. Mr. Dows was on the original 
board of directors when the company was formed in 1926, and has been the company’s 
only president. Other key members of the organization are Mr. R. Thompson, com- 
mercial manager; Kenneth Hendersen, plant superintendent; Bernice Feller, purchas- 
ing agent and Mrs. foyce Polka, billing office manager. 


























THE SYSTEM — Sixty-six exchanges in 31 counties in lowa and Minnesota comprise 





this vast telephone communications organization. The company is divided into seven 





districts with a district manager assigned to supervise the local managers and all 





operations in his district. Each district has its own supply and equipment warehouse. 





Plant, Engineering, Commercial and Traffic departments are located at Toledo, and 






administrative offices in Cedar Rapids. 





Modernization Program 
Makes Independent 
Telephone History 


A family-owned telephone com- 
pany serving some of the richest 
farming area in the world is 
making Independent telephone 
history. 

In one of the most extensive mod- 
ernization programs ever attempt- 
ed by an Independent telephone 
organization, the Central Iowa 
Telephone Company of Cedar 
Rapids is in the process of con- 
verting all 44 of its remaining ex- 
changes from manual operation to 
dial — all with Kellogg Crossbar. 
It is believed to be the largest 
standardization on a single type 
of dial switching equipment in the 
history of Independent Telephony. 


NEW BUILDINGS 

Also involved in this tremendous 
improvement program is the con- 
struction of 40 new exchange 
buildings. The modern structures 
are specially designed tor Kellogg 
Crossbar switching equipment and 
will also house the business offices. 
In addition, Central Iowa _ will 
install some 40,000 new Kellogg 
K-500 telephones, many of which 
will be in two-tone colors. 

The entire conversion program of 
the remaining 44 exchanges will 
require approximately five years 
with 14 scheduled for cutover in 
1955. ‘The company’s other 22 ex- 
changes are already functioning 
efhciently with Kellogg Crossbar 
and Relaymatic dial installations. 
Central Iowa’s telephone ex- 
changes serve 66 communities 
representing 31 counties in central 
and northern Iowa, and southern 
Minnesota. The urban population 
served is in excess of 70,000. In 
the rural territories 11,112 com- 
pany-owned and 4,402 switchline 
subscribers are served with a total 








of 40,626 stations connected com- 
pany-wide. 


RAPID GROWTH 
Central Iowa’s growth has been 
rapid, yet sound. The company 
was organized and incorporated 
on December 13, 1926, with a 
croup of 7 exchanges. Within the 
next five years the company had 
grown to a total of 27 telephone 
properties. Under the able presi- 
dency of Sutherland Dows, Central 
lowa maintained a policy of 
acquiring adjacent exchanges to 
assure the most efficient operating 
conditions. The company quickly 
spread to its present size. 


IMPROVING SERVICE 
The purchase of Kellogg Crossbar 
and associated Kellogg equipment 
reflects the company’s desire to 
continually improve the service to 
the communities they serve. Presi- 
dent Dows expressed the organiza- 
tion’s progressive attitude when he 
told the subscribers in a commu- 
nity that recently converted to a 
Crossbar dialing operation: “Fur- 
nishing this modern up-to-date 
telephone service is our way of 
expressing confidence in you and 
keeping pace with your progres- 
sive community.’ 


Central lowa Telephone Co. 
services — and sells hard! For 
take its color telephone program. 
a community is converted to dial a com- 


pany representative, whose full-time job 
is the promotion of color phones and 
other customer conveniences, makes a 
door-to-door canvass acquainting sub- 
scribers with the modern two-tone color 
K-500 telephones and the advantages of 
extension phones. He is supported with 
these promotional tools: A display, at 
right, in the form of a color palette that 
is shown in a prominent location in the 
community; printed literature that’s in- 
cluded with the monthly bills; and a 
newspaper publicity release written with 
the color-conscious woman in mind . 

all made available by Kellogg. 
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WHEN CROSSBAR CAME TO EMMETSBURG — One of the commu- 
nities in Central Iowa’s system already enjoying swift, dependable, automatic 
dial service is Emmetsburg, Iowa. At left, technicians on cutover night sever 
existing lines and quickly connect them to Kellogg Crossbar dial switching 
equipment. It took just six minutes to complete the conversion. A few minutes 
later, Mayor John J. Brown at phone at right, dialed the first call on the 
Emmetsburg exchange. The late Everett Feller, exchange manager at the time, 


is looking over his shoulder. 










These OUTSTANDINGLY é 


BEAUTIFUL INSTRUMENTS 
THAT MATCH ANY 
HOUSEHOLD DECOR ARE 
AVAILABLE TO You , 


Contick Your 
TELEPHONE Soniei ~ 


_ TELEPHONE COMPANY 
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SPECIALLY DESIGNED — Central Iowa’s building in Forest City, one of the 40 
new buildings that are a part of the company’s modernization program, was planned 
and engineered specifically for the installation of Kellogg Crossbar switching equip- 
ment. The structure is faced with tan brick. 


At the rear of the building is a two-car garage with additional storage space for 
telephone line materials and supplies. The commercial office is located in the front 
of the building. The Forest City conversion meant an investment of nearly a quarter 
of a million dollars. 


MODERN HOME FOR MODERN EQUIPMENT — Looking 
through the glass partition that separates the commercial office and 
dial equipment room, you can see the Kellogg Crossbar dial switching 
equipment that is now serving some 1,200 Forest City subscribers. 
The interior walls are finished with light-tan glazed ceramic tile. 
The entire first floor is equipped with fluorescent lighting fixtures. 
There are two walk-in Acousti booths in the lobby for the conven- 


ience of the public. 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A Division of International Telephone and Telegraph Corporation 
Sales Offices: 79 West Monroe Street, Chicago 3, Illinois 


« 


ECC Kerceceees 


THE ONCE OVER — J. J. McIntosh, Kenneth C. Hendersen, gen- 
eral plant superintendent and J. C. Trevillion, of Chariton, Lowa, 
look over some of the drawer-mounted switches of the Forest City 
Crossbar installation. By choosing Kellogg Crossbar, Central Iowa is 
providing the communities it serves with the most modern dial 
telephone service, while at the same time assuring the exchanges of 
lower operating and maintenance costs. And like the modern build- 
ings that house Crossbar, it can be expanded quickly and econom- 
ically to meet the growing demands of the communities. 


Printed in U.S.A. 
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REPORTS 


By The Editors of “Telecommunications Reports “ 


COMMERCE Secretary Weeks discusses suitable 

rates of return for regulated utilities . . . The 

35-hour workweek will be leading bargaining 

demand . . . Standby mobilization order will be 

issued soon... New minimum wage expected to 
boost service rates. 





ECRETARY of Commerce Sinclair 


Weeks, who has been consistently 
outspoken on the subject of adequate 
profits for business during his tenure 
in President Eisenhower’s Cabinet. 
has again expressed himself strongly 
on suitable rates of return for regu- 
lated public utilities. 

He recommended that regula- 
tory commissions consider the 
possibility that rates would be 
lower and service better if return 
on investment were allowed to be 
higher, thus stimulating even 
greater progress by the regulated 
companies. The Cabinet mem- 
ber spoke before the Mountain- 
Pacific States Conference of Pub- 
lic Service Commissions. 

In an address before the American 
Iron & Steel Institute two years ago, 
Mr. Weeks said that if regulated in- 
dustries are to “render their full ser- 
vice to the nation, it is my judgment 
that the regulatory bodies must allow 
earnings adequate to attract and sup- 
port the equity capital they can use 
effectively for economies, improve- 
ment, and growth.” 

Secretary Weeks, in his recent 
talk, said that “In the competi- 
tive (non-regulated) field, the 
company that moves fast can 
make extra profits. For the pub- 
lic benefit it is not even neces- 
sary that all these moves work 
out. But it is necessary that on 
the average they do work out and 
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that the moves result finally in 
cheaper and better products for 
and service to the public. 

“This kind of progress is not so 
easy in the regulated industries, for 
unfortunately, we have come to regu- 
late the price they charge by limit- 
ing the profit they can make. In 
general, the statutes provide for rea- 
sonable rates and prohibit regulation 
which tends to confiscate property by 
giving less than a fair rate of return. 

“The question that arises at this 
time and in the light of conditions 
which we shall face in the future is 
whether a rate is reasonable if it 
does not stimulate 
fullest possible extent, does not recog- 


research to the 


nize obsolescence, and does not en- 
courage the rapid development and 
use of equipment which can increase 
efficiency and cut costs. 
“In the competitive 
should never think of assuming that 
a company that made a low profit 
was for that reason the best place to 
buy,” Mr. Weeks said. “Our instinct 
and experience is rather the opposite 
of that philosophy. Yet in the regu- 
lated field we do assume that it is 
something of proof that the rates to 
the consumer are right if the return 
to the company is relatively low 
very far below the return of a suc- 


world we 


cessful company in the competitive 
field. 

“In my judgment, it is not only 
possible but almost surely probable 
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that, in the regulated industries, the 
rates to the public would be lower 
and the service better if the return on 
investment were higher and the stim- 
were thereby 


ulation to progress 


greater. It seems to me this possibili- 
ty deserves study and experimenta- 


tion.” 


Ireland Succeeds Barnhart 
EORGE IRELAND, General Com- 
mercial Manager-Eastern Area of 

the Bell Telephone Co. of Pennsyl- 

vania, will take a six-month leave of 
absence from the company to serve 

on loan with the government as Di- 

rector of the Business & Defense Ser- 

vices Administration’s Communica- 
tions Division, it has been announced. 

Mr. Ireland is expected to as- 
sume his government post about 
Aug. 1, when he will succeed 
Hugh A. Barnhart, President of 
the Rochester, Ind., Telephone 
Co., who has been serving the 
government on a loan basis since 
last Jan. 24. During the absence 
of Mr. Ireland from Bell of Pa., 
John C. Mott, Manager of the 
Philadelphia Division, will serve 
as acting General Commercial 
Manager. 

The new Communications Division 
Director began his telephone career 
in 1929, and has been with Bell of 
Pa. continuously except for three 
years as a staff assistant with the 
American Telephone & Telegraph Co. 


“35 Hour Workweek” 
HE 35-HOUR workweek will be 
the leading bargaining demand 
for this year by the Communications 
Workers of America, it was decided 
by the union’s delegates to this year’s 
convention, held in St. Louis. 


CWA’s ninth annual convention 
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Indepen- 
dent Telephone Association, 
Pantlind Hotel, Grand Rap- 
ids, September, 8 and 9. 


Michigan 


Rocky Mountain Tele- 
phone Association, Utah Ho- 
tel, Salt Lake City, Utah, 
September 15 and 16. 

Arkansas Telephone As- 
sociation, Arlington Hotel, 
Hot Springs, September 26 
and 27. 

United States Indepen- 
dent Telephone Association, 
National Convention, Con- 
rad Hilton Hotel, Chicago, 
October 10, 11 and 12. 


North Carolina Indepen- 
dent Telephone Association, 
Carolina Hotel, Pinehurst, 
October 17 and 18. 

Virginia-W est Virginia 
Independent Telephone As- 
sociations, Roanoke Hotel, 
Roanoke, October 20 and 
21. 

Oklahoma Telephone As- 
sociation, Huckins H ot e l, 
Oklahoma City, October 20 
and 21. 

South Carolina Tele- 
phone Association, Clemson 
House, Clemson, October 
24 and 25. 

Alabama-Mississippi Tel- 
ephone Associations, Thom- 
as Jefferson Hotel, Birm- 
ingham, Ala., November 14 
and 15. 

Georgia Telephone Asso- 
ciation, De Soto Hotel, Sa- 
vannah, November 17 and 
18. 

Florida Telephone Asso- 
ciation, Hotel Daytona Pla- 
za, Daytona Beach, Novem- 
ber 21 and 22. 


Kentucky _ Indepen- 


dent Telephone Association, 
Phoenix Hotel, Lexington, 


March 6, 1956. 
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also was marked by heated contests 
for several elective offices, and a de- 
cision to each member one 
day’s pay to build up the defense 
(strike) fund, sharply depleted as a 
result of the 72-day strike against the 
Southern Bell Telephone & Telegraph 
Co. 

Of the union’s nine district di- 
rectors, heading operations of 
the organization in nine geogra- 
phical areas and serving also as 
members of the Executive Board, 
three were defeated for reelec- 
tion by the delegates from their 
districts at the convention. In 
addition, the national director 
for the American Telephone & 
Telegraph Co. Long Lines De- 
partment, who holds a somewhat 
similar post but is not an Execu- 
tive Board member, was turned 
out of office. 

In addition, Walter Schaar. District 
Director for Michigan and Ohio, was 
returned to office by a narrow mar- 
gin, and was certified as the winner 


assess 


only after supporters of his oppo- 
nent took the contest to the union’s 
Appeals Committee and the conven- 
tion floor, in an effort to overturn 
the verdict. 

The fund-raising drive is expected 
to produce an estimated $41.000,000 
for the defense fund which, the con- 
vention was told, “is already approxi- 
mately $1,850,000 in the red.” as a 
result of the heavy expenditures in 
the nine Southern states during the 
strike. 

CWA’s finance committee, in 
its report, said the Executive 
Board has drawn attention to 
“the growing need for additional 
funds,” thus making “necessary 
the consideration of an increase 
in per capita (dues) as well as a 
continuing need to program and 
administer the union in the hest 
possible manner.” However, a re- 
commendation on this will not 
be submitted until the 1956 con- 
vention. 

Resolutions approved by the con- 
ventions included one calling for a 
study of the value of arbitration of 
labor disputes in the communications 
industry through federal or state law; 
another urging Congress to investi- 
gate the impact of automation with 
a view toward establishing a public 
policy; and a third approving an 
AFL-CIO merger, with CWA affilia- 


tion in the new group. 





TELEPHONE ENGINEER 





& MANAGEMENT 


Defeated was a_ resolution that 
would have amended the constitution 
to allow waiver of dues payments 
during a strike. Among resolutions 
turned over to the Executive Board 
was one calling for a committee to 
“make an ‘objective study of public 
ownership of telephone facilities in 
the United States and Canada.” The 
resolution said CWA that 
telephone service in the two countries 
is the best in the world, “supplied at 


reasonable cost.” 


believes 


Mobilization Order 
TANDBY 


the operating 


mobilization order for 


domestic com- 
munications industry will be ready 
for issuance soon, following approv- 
al of its terms in principle at a meet- 
ing of the domestic communications 
operating industry advisory commit- 
tee and Business & Defense Services 
Administration officials. It then will 
be placed “on the shelf,” ready for 
immediate use in time of war or na- 
tional emergency proclaimed by the 
President. 

Broadly speaking, the order 
breaks down into two main parts 
— post-attack planning for im- 
mediate implementation when 
the nation is attacked, and there 
is no time for the national capital 
to “quarterback” what happens, 
and long-range mobilization 
planning for the long pull after 
any initial attack. 

The order provides for, in event of 
emergency, customer service prior- 
ities, conservation and limitation of 
scarce and critical self- 
authorization for the procurement of 
materials within certain limits, pro- 
cedures for applying for allotments. 


materials, 


and measures for the swift procure- 
ment of materials. 

For the first time in BDSA com- 
munications advisory committee meet- 
ings, in line with a_ recent policy 
established by the Commerce De- 
partment calling for attendance at 
meetings of trade association repre- 
sentatives where they can be of assist- 
ance, the session was attended by 
US Independent Telephone Associa- 
tion Executive Vice President Clyde 
S. Bailey. 


Minimum Wage 
NCREASED rates to telephone sub- 
scribers would be the inevitable re- 
sult of any increase in the minimum 
hourly wage rate, Clyde McFarlin, 
President of the Montezuma, la., Mu- 








THANKS TO GOULD RESEARCH 


j bedadsed td Hine ae 


BATTERY MATERIALS 
COME THROUGH IN THE 
STREET C ew ! 


BIG REASON WHY YOU GET 
MORE DURABLE BATTERIES 
Eco} macro lel as 


Shown above is a tensile strength testing machine in 


the Gould Battery Research Laboratory at 
Depew, N.Y. It is capable of exerting a pull of 10,000 


America’s Finest! 

pounds on any material. Gould uses it to make sure GOULD PLANTE 
The Aristocrat of 

that every component of a Gould Battery— Stationary Batteries 

grids, connectors, posts, jars—has strength and 

ruggedness far above required standards. 


r m ‘ ©1955 Gould-National Batteries, Inc. 
Thanks to this and many other instruments of ces ; 


research, Gould Batteries are capable of delivering 
better performance under any conditions of service. G (0) U] L 0] 
For the full story on Gould Research, send for Booklet 749. 

| Batteries 


“BETTER BATTERIES THROUGH RESEARCH’”’ , 
SOG OULD-NATIONAL BATTERIES, INC. 
' TRENTON 7, N, J. 


Always Use Gould-National Automobile and Truck Batteries 
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MIKE THE MOLE teeta ca 
Give the GUY 


@ CHANCE 


| get around...and | know that 
Chance Anchors really hold 


8-WAY EXPANDING 


The guy load is distributed alli 
around the anchor—no wasted 
space between blades. Usually 
installed in clay or loam. 


CROSS- 
PLATE 


For heavy-duty anchoring in 
machine-bored holes. Holds 
better than logs or slugs. Saves 
time and money. 


YOU GET THE MOST 


FOR YOUR MONEY WITH 


CHANCE ANCHORS 


the most complete line | 


NO-WRENCH 
SCREW 


For hand or machine installa- 
tion. Pitch-controlled blade 
goes down faster and adds to 
holding power in sandy soil, 
soft clay or loam. 


entirely 


SWAMP 
SCREW 


8-WAY 
CONE 


For swamps, marshes, quick- 


NEVER-CREEP 


Made of structural steel. Pulls 


against solid, undis- 


turbed earth. For extra heavy 
loads in clay or loam. 


§ 


tual Telephone Co., told the House 
Education & Labor Committee during 
its hearings on new federal minimum 
wage legislation. 

It has been generally reported in 
Washington that the statutory mini- 
mum will be boosted by Congress 
this year to $1 from the present 75 
cents, and the Senate already has 
approved such a bill. 

Mr. MeFarlin, chairman of the 
US Independent Telephone Asso- 
ciation Employe Relations Com- 
mittee, told members of the 
House committee that any in- 
crease would result in “increased 
costs for telephone service to 
users, an undue financial burden 
upon smaller telephone compa- 
nies subject to the provision of 
the Wage-Hour Act, and in a 
large number of unemployed 
telephone operators.” 

The spokesman for the Independ- 
ent reminded the Congressmen that 
“this increase hits the telephone com- 
panies three times a day because they 
are required by the nature of their 
business to operate on a 24-hour 
basis.” He said that telephone com- 
panies in smaller towns must com- 
pete for the dollars 
against retail stores, garages, imple- 
ment stores, and service trades, all of 
which are exempt from the provisions 


consumer's 


sand, river crossings or season- 
ally flooded areas. Screws 
down deeply by adding sec- 
tions of pipe. 


Acts as inverted wedge. Flaring 
base and flat faces increase 
wedging action. Used in rocky 
areas with rock wedging. 


of the Fair Labor Standards 
which sets minimum wages. 


“The income of telephone compa- 
nies is derived entirely from compen- 
sation paid by subscribers for tele- 


POLE KEY 
ANCHOR 


phone service, and they cannot ab- 





sorb increased wage costs,” Mr. Mc- 
Farland said. 
WRENCH TYPE 


EXPANDING 
SCREW 


ROCK 


No grouting necessary. The 
greater the pull, the tighter it 
wedges against solid rock. Set 
in 2” drilled hole, 


Keys poles at the butt fo rein- Remember Those Hats? 
force them against unbalanced 
loads in soft soil. Ideal for con- 


gested urban areas. 


All steel—double arc welded. 
Anchor hub absorbs installation 
strain. For light loads in sandy 
soil, soft clay or loam. 


IT HAS BEEN observed that the 
possibility of soaking the rich 
to pay the cost of government 
went out with prohibition and 
Empress Eugenie hats. 

If the federal government 
took every nickel of individual 
taxable income above $10,000 a 
year, the amount collected 
wouldn’t pay its bills for one 
month. If it took all taxable 
income above $4,000, it would 
get only a fifth of what it is 
spending each year. 

We just haven’t got enough 
rich or middle income people to 
soak, and those we have are 
soaked to the hilt already. So 
the lower incomes must carry a 
great part of the burden.—In- 
dustrial News Review. 


Both the soil type and condition are important factors in determining the type 
of installation and the kind of anchors to use. That’s why Chance Anchors are 
made in so many types and sizes. The anchors shown above are made in a wide 
variety of sizes. Each type is designed for certain soil and guying conditions. Each 
of these anchors will do its specific job better than any other anchor you can choose. 


Protect your investment in line construction. Analyze your soil and guying condi- 
tions, and specify the Chance Anchors that meet your particular requirements. 


There is a CHANCE Anchor Distributor in your area who can probably fill your order directly from stock. 


SPECIFY CHANCE FOR SERVICE! 
1 


A-B-CHANCE CO- 





CENTRALIA, MISSOURI 


SAN FRANCISCO, CALIFORNIA 
CAS4-28 
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Seldom in his office . . . 


Mr. Wise. insurance agent, never sits around waiting 
for business to come to him he’s out after it mosi of 
the day. Yet he is well aware of the fact that an unan- 
swered office phone may mean loss of business. 

A Peatrophone, rented from his local telephone com- 
pany, provides the answer! While he’s out planting seeds 
for future sales, his faithful mechanical secretary is an- 
swering his phone and recording messages: 

“This is Peatrophone mechanical answering service al 
Acme Insurance. Mr. Wise is out of the office until 4:30. 
If you would care to have him call you at that time, just 
wait for the sound of the signal, then state your name and 
phone number. Thank you.” 

because on-the-spot recordings can be made to fit any 
situation, and because disc-recorded messages are perm- 
anent, Mr. Wise and other professional men find Peatro- 
phone the most satisfactory of all telephone-answering 
services. 


but in business 
24 hours a day! 


Call on the insurance agents, accountants, lawyers and 
other professional men today give them the full story 
of Peatrophone’s economical and efficient service. You 
will then open up a new source of revenue for your com- 
pany! Write for information. 


of ¢ 
UJ: Te Y, I Mh cha WV WHA 


CONAN Y 


TELEPHONE ANSWERING & RECORDING CORP. 


342 Madison Ave. 


New York 17, N. Y. 
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ount on Graybar for TOOLS 
and SAFETY EQUIPMENT” 


J. H. LOPEZ, President (right) 

and J. E. LONGSHORE, General Super 
visor of overhead construction (left) of 
Wright & Lopez, Inc. 

Cedartown, Georgia 


line and underground crews are our first interest—that’s 
why we’ve standardized on tools and safety equipment... icin al 
via Graybar. Our experience has shown us that we can <a 
— on them for maximum reliability and long service 
life. Names like Oshkosh, Klien, Coffing, General Machine 
P cbeaitn: Chance, Salisbury, and others are old familiar > ; 
a oc ih Ie della For everyday projects ee W right & Lopez, one of 
ends to our oVV or more employees. the South’s leading firms of telephone construc- 
tion contractors and engineers, was founded in 
Mr. Longshore: ‘“‘Another point is that—wherever we’re work- 1937. Its crews have worked for many inde- 
ing—there’s always a Graybar office or warehouse nearby pendent and Bell System companies from Vir- 
; : i aig et : : ginia to Florida and west to Louisiana. At the 
to give us top-notch service. From the top of the pole to the present time, Wright & Lopez crews are at 
bottom of the hole, we know we can count on the best in work on many projects ranging from routine 
. : . . +6 , maintenance work a $37 -onstructi 
pole-line construction and maintenance materials if they’re maintenance Work t¢ & ETMNO comatrnction 
‘ ; : : ‘ . job for 352 miles of line. 
supplied by Graybar. On-time deliveries and the extra at- 
tention of experienced Graybar Telephone Specialists are 
a valuable plus to us in completing projects with speed and 


Mr. Lopez: “The safety and efficiency of our widely scattered EB Bremsg z fy 
a 


efficiency.” 


In Emergencies... Wright & Lopez provides mobile 

disaster crews who move in complete with 

emergency gear. Here, too, Graybar cooperation 

often saves time and further delay. In the case 

of last year’s Hurricane Hazel, Graybar opened 
Graybar Outside Construction Salesman C. V. “Buck” Weaver is its Atlanta, Ga. warehouse on Sunday to com- 
shown here with A. J. Turner, Safety Director. Mr. Turner is the pletely outfit 2 extra crews before they left for 
safety watchdog for the entire Wright & Lopez organization. To hard-hit eastern Carolina. Other Graybar loca- 
maintain his excellent safety record, he travels constantly, covering tions in the Carolina area cooperated to furnish 
all crews on a regular schedule and rejecting all worn or damaged a wide variety of additional emergency repair 
equipment that does not measure up to the rigid W&L safety code. items. 


Call Graybar fist ror. 


GRAYBAR ELECTRIC CO., INC. 


Executive Offices: 
Graybar Building, New York 17, N. Y. IN OVER 120 PRINCIPAL CITIES 





Here’s Proof of Performance... 


901 of 912 pressure-creosoted poles 
still standing in this 27-year-old line 


Ww 


Duke Power Company, Charlotte, N. C. 
—supplying power to 40% of the nation’s 
textile spindles—has been using pressure- 
creosoted poles since 1913. Careful records 
kept by Transmission Engineer M. E. 
Kimbrell show an extremely low rate of 
pole faiiure. 

A 17.4-mile transmission line between 
Elkin and North Wilkesboro, N. C. was 
erected in 1928 with 512 pressure-creo- 
soted poles. Today, 501 of these poles are 
still in service in their original locations. 

Pressure-creosoted poles which Duke 
Power Company is obtaining today not 
only meet the requirements for long life, 
but high standards of pole cleanliness as 
well. 

Your pressure-treater can supply you 
with poles that meet these requirements, 
especially if he uses USS Creosote. It’s 
a uniform preservative, made to give uni- 
formly good results. For complete infor- 
mation, contact our nearest Coal Chemical 
sales office listed below or write directly 
to United States Steel Corporation, 525 
William Penn Place, Pittsburgh 30, Pa. 


One of the 27-year-old pressure-creosoted poles 
in Duke Power Company’s transmission line be- 
tween Elkin and North Wilkesboro, N. C. 


You can obtain clean pressure-creosoted 
poles upon specification without sacrificing 
pole service life. 


USS 
CREOSOTE 


SALES OFFICES IN 


PITTSBURGH, NEW YORK, CHICAGO, CLEVELAND, 
SAN FRANCISCO AND FAIRFIELD, ALA. 


ie es Ss oe See eb x 
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when it 






comes to 






line clearance 
BRUSH KILLERS 


you name  —_— 


THOMPSON 


makes it! 


















Thompson, one of a handful of America’s basic manufacturers 
of selective herbicides, makes every type of proven efficiency — 
ready for your use — whether you employ foliage spray, basal 


bark or stump treatment. 





LOW VOLATILE CONTROLLED VOLATILITY 
BROAD SPECTRUM —PENTYL ESTERS 








BRAMBLCIDE 5 —L.V. 






2,4,5-T BRAMBLCIDE 
BRAMBLE-WEEDICIDE 5 — L. V. BRAMBLE-WEEDICIDE 
2,4-D — 2,4,5-T BRAMBLCIDE 5 NE W / 
® 





BRAMBLE-WEEDICIDE 5 
Thompson's ex- 










BROAD SPECTRUM...or LOW VOLATILE... whichever you prefer, clusive Poison Ivy 
Thompson's delivers more kill per gallon because every gallon is fortified Oak Bomb. Shoot 
with a new and exclusive surfactant perfected in the Thompson labora- aero, 
tories. No other “creeping agent” duplicates its performance. all. Stop future 





Uo) ae 





regrowth. Place a { 






MORE GALLONS PER DOLLAR...when you specify Thompson you get ? WY -OAK 
rae Meant eee d i A a bomb on each figs 

a finished product from the basic producer... your most economical metho joush tee tee 

of buying. men’s use. $12.00 





(caseof 12bombs) 





for most efficient kill at lowest cost* 


FIRST NAME IN BRUSH KILLERS 







SPECIFY... 












Order through 












Buckeye Telephone "7 CORRE 
eas THOMPSON CHEMICALS CORP. *Write for station paper 19. 
a Senne C St. Lovis 3, Mo. Los Angeles 27, Calif. It provides latest research 
ir gest agen on right of way herbicides, 
a theirselection and application. 
Or Direct 
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EDITORIAL 


MANAGER friend of ours dropped in on 

us the other evening. Along with 
many other topics he touched on one 
subject we believe deserves a few good licks 
and a promise of more to come. Briefly, 
this topic concerned our friend’s difficulty 
in finding technically-trained young men for 
two important positions in his company. 

Our friend’s problem is not an uncommon 
one. Competition for technically-trained 
men, virtually unknown a decade ago, high- 
lights, we think, the fact that industry is in 
trouble. Unless the situation is sharply 
changed, with supply more nearly matching 
demand, a far greater problem is in the 
making. 

The “‘why”. for today’s shortage of tech- 
nically-trained men is easily pin-pointed. It 
can be described in two sentences: (1) In- 
dustry has already absorbed the peak load 
of technical and scientific graduates who com- 
pleted their training under the World War II 
veterans’ benefit program; and (2) since 
then graduates have been steadily slackening 
off — in 1950 there were 58,000 engineering 
graduates compared to the 27,000 in 1954. 

Right along with many other industries the 
telephone industry is feeling the pinch. 

Many companies just can’t find enough 
men who ean do the technical telephone job 
that needs doing. The inescapable fact of 
the matter is that the expanding telephone 
industry continually requires an increasing 
number of personnel with some degree of 
technical training. 

The problem of today will worsen tomor- 
row. We believe it will be worse in five years 
unless the industry does something about it. 

That something, as we see it, is to reach 
the young people now, tell them the telephone 
career story and keep telling it to successive 
classes as they move through their individual 
educational cycle. 

No telephone company owner can hope to 
de much with the college graduates or high 
school seniors in the way of career direction, 
although its worth a try. One of the fer- 
tile fields, we believe, is the students in the 
freshman or sophmore year. Often it is in 


Telephone 
Engineer 


Create Future Telephone Men Now! 


this period that a student starts aiming at a 
particular field. If he does not at that time 
take basic courses in math, science, etc., he 
will not be able to meet college entrance ex- 
aminations, or his lack of preparation will 
make such courses more difficult. 

The nub of the problem then, we think, is 
to — (1) give enough potential telephone 
men in Ist and 2nd year High School the full 
facts about the employment opportunities of- 
ferred by the telephone industry; and (2) 
guide likely prospects toward the _ basic 
courses they will need. 

That “guidance” part of the above para- 
graph is all important. We’ve recently seen 
figures from the National Citizens’ Commit- 
tee on Education that illustrate why. For 
example the percentage of students studying 
high school physics has declined from about 
23 percent at the turn of the century to 4.3 
percent in 1952. In 1953-54 less than half 
of our high school students were studying 
mathematics. Only about 20 percent took 
algebra, 13 percent geometry, and barely 
one in 100 tackled trigonometry! 

These figures, we think, point up the main 
reason for the present shortage of technically- 
trained men: — Industry as a whole has not 
guided the youth of yesterday and of today 
toward basic courses that are necessary to 
higher training. To place that statement 
nearer our own home plate, the figures indi- 
cate that too few high school students are 
studying the subjects that are basic require- 
ments for an engineering or technical career 
in the telephone industry. 

We think the time is here, late as it is, for 
more telephone company owners and execu- 
tives to become better acquainted with the in- 
sides of their local high school and to develop 
friendships with the teachers and the stud- 
ents. If through such activity the interest of 
just one student can be aroused and sustained 
the telephone industry stands to gain much. 

It is not impossible that through the help 
and guidance received by a youth of today 
from a telephone man of today might well 
come a career which would take communica- 
tions to new heights. 


(The foregoing editorial, although copyrighted, may be reproduced in. whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 


tion is filed with this publication. 
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... You can splice, reduce, terminate and 
false deadend 
.. No problem with double or triple guys. . . 
Strandvise requires a minimum of 
working space 









STRANDVISES 
and STRANDLINKS 


simplify Strand installations 
.» « CUP COS 








In 1949 there were six catalog numbers, today 
there are twenty-seven. Most of these new sizes 
and types were developed at the request of the 







Telephone Industry. 
The reason — they’re simple to install and 







easy to adjust. 
Just compare the Strandlink Strandvise 
method with any other way of installing Strand. 
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y——~_ 9055 
PULLING HOOK 


















1 Assemble Strandvise to pole top hard- 2 Assemble Strandvise to anchor eye. 3 Place come-along and hoist and apply 

ware and complete pole top installation. Measure strand hand tight to capped end of tension. 

Don’t cut strand from coil. Strandvise and cut. Insert strand and feed Follow same procedure for double or triple 
thru Strandvise hand tight. guying to same anchor eye. Hoist and come- 






along need never be in the way. 













Strandlinks—the fastest splice known Strandvise—for 3/16” through 7/16” 
for 3/16”, 1/4”, 5/16”, 3/8” and _ steel strand, all grades. 

7/16" steel strand. Also for reducing There are rigid and flexible bails for 
7/16" to 3/8” strand and 3/8” to various guy attachments. 


New design No. 9055 5/16” strand. 
pulling hook — easier to use. 












Write today RELIABLE ELECTRIC COMPANY 


for samples and 3145 Carroll Avenue 
detailed test reports Chicago 12, Illinois 
















Telephone Protective and 
Terminal Equipment for 
all Station, Line and 
Central Office Needs. 
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THE PRACTICE of making out a ticket only at the originating point of an L-D call puzzled foreign telephone company 
officials touring central offices in this country. 


“HALO or HORNS?” 


been some sood- 


HERE HAS 
natured speculation about my an- 
Horns” 


suggests attributes which might be 


nounced subject. ‘Halo or 


applied to people or to business. | 
that 
it is not my intention to characterize 


want to assure you, however, 
or scrutinize any specific people or 
eroup. | merely want to develop with 
you the idea that whether we in the 
telephone industry wear a halo or 
horns is pretty much a matter of who’s 
under scrutiny and who’s doing the 
scrutinizing. For example when | 
letter like this, 
doubt about who's scrutinizing who 


get a there is no 
and why: 
“There is something ‘rotten in 
Denmark and I think it is at 
vour end. | want an adjustment 
on my March and April state- 


*Mr. Kahler, president of the Illinois 
Bell Telephone Co., presented this 
address at the 1955 Convention of the 
Illinois Telephone Association. 
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ments and if no adjustment is 
made, you can take my phone 
out.” 

It’s pretty plain to that customer 


horns. On the 


who's wearing the 


other letters, as I’m 
sure you do, that reflect a different 
kind of scrutiny. A recent one read 
like this: 
“IT took the Telephone Company 
for granted, then suddenly | 


realized that human folks run it 


hand, we get 


and that it was and is close to 
each one of us. It was an odd 
realization; most of us think of 
your company as far removed 
from the little man. Well, it is 
|): a 
| think that 
buse ourselves of the idea, if any of 
us have it, that the telephone indus- 
try automatically rates a halo. Natur- 


first we should disa- 


ally | must speak in general terms, 
and it may be that what I’m going 
to say doesn’t apply to everyone 
here. I will say, however, and _per- 


haps I will get some agreement on 
this, that [ don’t think my own com- 
pany has any claim to a halo, al- 
though we intend to keep working to 
develop one, 

Whether or not people think of the 
telephone industry with a halo or 
with horns depends on two things: 
the service all of us render as an in- 
dustry, and secondly, whether cus- 
tomers understand and appreciate 
what we're doing. Good service is so 
obviously the basic ingredient in 
what we do, that I shall not labor its 
importance. But let’s not underestim- 
ate the second essential ingredient 
customer perception and appreciation 


of our efforts. 


General Acceptance Is Good 
But it’s Not Enough 
OCIAL SCIENTISTS in the field 
of public attitude research tell 
us that there is general acceptance of 
the value of an industry such as ours 
to. the and _ the 


nation’s economy 
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American way of life. Now general 
acceptance of us is good, but that’s 
not enough. When people are asked 
specifically how they would rate such 
service industries as Banks, Insur- 
ance Companies, Bus Lines, Rail- 
roads, Electric Service and Telephone 
Service, our industry is usually lucky 
to come out third or fourth. In my 
opinion that’s a rather sobering pub- 
lic appraisal. 

A question asked in one typical 
town was, “What industry do you 
feel is most important, and which 
least important?” Telephone Service 
ranked fourth. People were asked to 
rank the six service industries on the 
basis of which they regarded most 
favorably. Telephone 
third. I think you'll agree that rat- 
ings such as this give us no ground 


service was 


for complacency. 

Other surveys confirm the fact that 
the telephone industry does not have 
a superior ranking in public favor. 
A large segment of the public does 
not credit our industry with doing 
the best job of pleasing the public, 
of trying hardest to please the public 
or of being most interested in com- 
munity welfare. These random indi- 


cations should remind us that we 
aren't wearing a halo. 
Self measurements which tell us 


we are good, sometimes lead us to put 
the halo on ourselves. But public 
measurements like the ones just men- 
tioned that we had better 
look at ourselves as our customers do. 


suggest 


Now, how does the average tele- 
phone user feel about the service he 
gets and about the company that’s 
providing it?” All the figures I’ve 
seen in this connection convince me 
that there’s work to do. 

I’m sure some of you are thinking 
just what we used to think — and 
sometimes say “Those figures in- 
clude a lot of companies giving poor 
service and having lousy public re- 
lations, but my company would show 
up much better if surveyed alone.” 
Well, you may be right and I hope 
you are. 

My purpose is not so much to sug- 
that the industry 
should be measuring customer atti- 


gest telephone 
tude as it is to stress the importance 
of all of us in the industry listening 
to the “Voice of the Customer.” Too 
often his is not the “Voice With a 
Smile” and I'll cite a specific case in 
Illinois Bell which clearly demon- 


strates it. 
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pres., Illinois Bell Tel. Co., 
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In this case we found, to our 
surprise, we were wearing horns. I'll 
not tell you the name of the place — 
ll just call it “City X.” Its a real 
community of between 10 and 15 
thousand people where our self meas- 
urements indicated we were giving 
technical service of high quality and 
we were rather proud of the fact. 
But a public measurement in City X 
told us that of ten cus- 
tomers felt something about their 


seven out 


service was unsatisfactory. 
After a survey had 
firmed this startling news, the local 


second con- 


management team got concerned, 
along with the rest of us. They satis- 
fied themselves that the service was 
technically good. But somehow it 
was not getting across to the cus- 


tomer. <A_ two-fold program was 
mapped out 

(1) —-enlisting the interests and 

support of all telephone 

people in City X — getting 


them concerned about what 
the public thought of their 
service ; 

(2) —-enlisting the understanding 
of customers as to how hard 
telephone people were try- 
ing to do a good job for 
City X. 

Small group discussions were held 
with all employes in City X. A “tone- 
of-service” 
culminating in the public crowning 
of an operator picked by her asso- 
ciates as “Miss Voice With A Smile.” 
This was paralleled by a localized 


program was organized, 


program of public relations activities 
and advertising over a period of a 
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year. These programs were neither 
concentrated nor costly but they were 
effective. 

You'll remember I said service was 
technically good when we started our 
“public appreciation” comeback pro- 
gram and it stayed at the same high 
level of performance all through the 
“appreciation” course. We didn’t 
change — according to our technical 
measurements — but according to 
the Voice of the Customer, we did 
change for the better. To him the 
service had made great strides for- 





ward, 

One survey question we used, “Is 
there anything about your service 
that is in any way unsatisfactory,” 
invited the customer to be critical. 
Before we started our program you'll 
recall he was critical — seven out of 
ten answered “Yes” to that question. 
This is now down to two out of 10 
— were now wearing a dim sort of 
halo instead of a full set of horns. 

You'll have to take my word for it 
that these measurements will hold 
water, statistically. But there’s one 
bit of prictical evidence of improve- 
ment in the public climate that speaks 


for itself. We had been negotiating 


for a franchise in City X for six 
years. The issues were hopelessly 
deadlocked. About a year after we 


started our service-appreciation pro- 
gram, everything was resolved and 
the City Council awarded us _ the 
franchise. 

The results I mentioned have been 
sustained now in City X for a year 
and a half. The local management 
team has been carrying on without a 
formalized program. They are per- 
sonalizing their efforts with custom- 
ers wherever possible, and they are 
continuing to build public awareness 
into the daily jobs of their subordi- 
nates. Sooner or later they may 
want to repeat some of their earlier 
planned activities. But meanwhile. 
the local team knows that public ac- 
ceptance once lost is not easily won. 
and that the 
have a smile in it if they have one in 


customer's voice can 


their's. 
Yes, personalized effort in dealing 
more of our 


customers needs 


Sometimes | think we're 


with 
attention. 
relaxing it a bit in our zeal to get on 
with the construction job required 
to keep up with the wonderful prog- 
ress of the home builders. 


For example. most every one in 


the industry encounters this situation 











almost daily. A customer calls the 
business office and says, “I’m moving 
to such-and-such a town; disconnect 
my service on such-and-such a date.” 
We can say, “We’re sorry to lose you 
as a customer, Mr. Jones. We'll stop 
your service on the date you gave 
us.” 

Now suppose the business office 
representative had added, “Have you 
put in your order for telephone ser- 
vice in your new location or could 
[ help you arrange for it?” Ill 
leave it to you which handling will 
make the bigger hit with the cus- 
tomer — and I might add that it 
doesn’t take much additional effort. 

We're now using this second ap- 
proach when the customer is moving 
to another Illinois Bell exchange, and 
I’ve been wondering whether it has 
industry-wide possibilities in Illinois 
for building customer goodwill. 

By way of example, suppose a 
Peoria customer is moving to Bloom- 
ington or a Freeport customer is 
moving to Tri-Cities. In the interest 
of personalizing our efforts, details 
might be developed and the customer 
told, “Mr. Jones, we'll be glad to tell 
the telephone people there about your 
service needs, and they'll get in touch 
with you.” 

I'll grant you that’s a departure 
from our customary way of doing 
business. But I think it’s illustrative 
of what can come from the close 
cooperation and understanding we 
have among the telephone companies 
in Illinois. If there should be any 
interest on your part, | know Gordon 
Aller and Art Renn would be glad 
to work with you in developing a 
plan for exchanging information on 
customer moves where our exchanges 
are concerned. 

In working out customer problems 
like these, each of us has a job of 
self analysis to do. No one else can 
do it for us. No one knows the prob- 
lems with which each company must 
cope. We've got to think them out 
for ourselves. 

But that’s just the beginning. It’s 
not as simple as “God helps those 
who help themselves.” Our business 
is one of inter communication. We 
can only give our customers a*com- 
pletely integrated telephone service 
to the extent that all of us are willing 
to work with mutual cooperation and 
understanding among ourselves. It’s 
more imperative in our industry, | 
sincerely believe, than in any other 














and | think we’ve made a lot of prog- 
ress over the years as this example 
will show. 

A panel from this Association, 
headed by Ray Alter — your presi- 
dent, was invited by the Wisconsin 
Telephone Association to tell the 
story behind the Illinois Association’s 
Small Company Committee program. 
This is recognition of the fine job 
you re doing in Illinois — all work- 
ing together in the public interest. 
Illinois Bell is proud to be a part of 
this constructive work. 

The objective of our industry, as 
i view it, is to make telephone calling 
easy to give high-quality service 
on a national pattern. And as this 


8 co sit 


Next November a very important 
conversion will take place in one in- 
dependent exchange here in IIlfnois. 
It’s not an ordinary dial cutover. 
That city will be the first Indepen- 
dent exchange in the United States 
to have nation-wide direct distance 
dialing with full station identifica- 
tion and with automatic ticketing 
equipment as part of the installation. 

There’s one interesting thing about 
the arrangements for serving that 
city. It will have direct circuits to a 
long distance center in Chicago, giv- 
ing it access to a nationwide toll net- 
work. Local telephone users will thus 
become part of a nationwide neigh- 
borhood. with telephones in New 





‘HAVE YOU PUT in your order for telephone service in your new location or 
could I help you arrange for it?” 


comes about, it places on the indus- 
try, requirements of matching elec- 
trically the performance of the equip- 
ments that tie all of our exchanges 
together. 

Notice that I’m not saying the 
equipment has to be identical. That 
would be difficult, if not impossible. 
with a dozen different manufacturers 
of telephone switching systems in the 
picture. The important industry fact 
is that manufacturers have coordi- 
nated their efforts so closely that calls 
dialed on one set of equipment flow 
smoothly to exchanges where the 
equipment may be of an entirely dif- 
ferent vintage or manufacture. | 
think this speaks for the vision of an 
industry that is making our nation 
truly a neighborhood. 
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York, San Francisco and 269 other 
cities in 16 states as near as a few 
quick pulls of the dial can bring 
them. 

As you may know, we in Illinois 
Bell are just getting started with cus- 
tomer nationwide dialing. Waukegan 
and Highland Park joined the net- 
work on May 29, and we are hap- 
py that a number of independent ex- 
changes in Illinois are following next 
year. 

This program of linking the tele- 
phone exchanges of the nation 
through the finger wheel of the dial 
is a big one. You have 79 toll cen- 
ters in the state to connect to the 
network we have 52. This should 
keep us busy for some time. 

As more and more places become 
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community dial towns, I think we 
might take a closer look and ask our- 
selves whether we're doing enough to 
maintain personal contacts with our 
customers in these towns. The prob- 
lem is one of continually reminding 
those customers that behind their ser- 
vice are people —- many people — 
interested, competent, friendly people. 
I’m convinced that knowing people 
makes a big difference in whether 
they think of you as wearing a halo 
or horns. 

Closely allied to the importance of 
personal contacts so clearly dem- 
onstrated in City X 
That really influences what the cus- 
tomer thinks of us. Naturally the 
telephone industry couldn't start its 


is selling. 


merchandising program until it had 
materially reduced its lists of those 
waiting for service. But on the other 
hand, it couldn’t wait until it had no 
held orders whatever. 

You may be interested in the ob- 
jective we in Illinois Bell have for our 
merchandising program. It’s to satis- 
fy completely the needs of our cus- 
tomers for pleasing, modern and con- 
venient telephone service. Some cus- 
tomers have needs we're not now fill- 
ing. It’s our job to fill them and to 
anticipate future needs. 

If we do this, it’s obvious that we'll 
improve revenues. A lot of customers 
arent making the calls they might 
make or should make. Also, exten- 
sion telephones are an item for which 
we feel there is a tremendous unde- 
veloped market. 

We need to kindle the customer’s 
imagination by showing him new 
items like colored sets and suggest- 
ing new uses for long distance. I’m 
convinced that people like to do busi- 
ness with a progressive company. 

Merchandising naturally hinges on 
the supply situation. In my own com- 
pany it’s improving daily. We don’t 
have the problem licked, but we’re 
working at it and making progress. 
that if we 
waited to advertise new services until 
we had all the new instruments and 


I can tell you one thing 


all the new colors on the shelves of all 
of our exchanges, we'd wait a long 
time. In the meantime we'd be build- 
ing up some pretty big inventories, 
and customers might conclude, with 
some reason, that we were a pretty 
smug and selfish outfit. 

| understand that Bell’s 
merchandising advertising sometimes 
I want 


Illinois 


produces problems for you. 
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to assure you that we’re not unmind- 
ful of this and that we'll try to avoid 
adding to your problems as we solve 
some of our own. The over-all, long- 
range effect of sound merchandising 
activities by all of us in the industry 
will, I sincerely believe, far outweigh 
any temporary headaches with which 
we may have to cope. 

One final observation: it 
fails to amaze me that so many peo- 
ple do not realize that there are 5,000 
telephone companies such as yours 
and mine furnishing most of the com- 
munications for this nation of ours. 
Ask 10 many tele- 
phone companies there are in the 
United and 
about 9 out of 10 will come up with 
an obviously wrong answer. 

This is really a wonderful compli- 
Big America makes 


never 


customers how 


States. or in Illinois, 


ment to all of us. 
two billion long distance calls a year, 
to big places and little places, close 
to home and far-away places. One 
out of every four calls uses a combi- 
nation of facilities and ours 
without customers having to question 
which companies are involved, so 
smoothly do the calls go through. 
There is no other country on the 


your 


A CONCRETE ANT HILL 


IF ANTS WERE provided with 
a concrete ant hill, what would 
they do? In all probability they 
would start building a regular 
ant hill next to the concrete 
one. Ants would perish without 
castles to build. 


Socialism is much like the 
hypothetical concrete ant hill. 
It shouts Utopia and its sponsors 
promise a life of security. But 
it has in the past torn down the 
accumulated — savings. 
could give 
security ? 


people’s 
What if socialism 
cradle to the grave 
That alone would leave man as 
lost as the ant in a concrete hill. 


A republic of free men is 
based on the premise that the 
individual can build his own 
castle at his own risk instead of 
living in a cubicle provided by 
the state. With incentive as an 
urge to produce, man_ pushes 
himself to the highest standard 
of living. 

The energy of man must find 
an outlet in building, as much as 
the ant. The creative spirit can- 
not be static.—IJndustrial News 
Review 
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globe except Canada that is like us 
in that respect. One thing it shows, 
I believe, is that 5,000 of us can do 
a better job than can government 
operation in much of the rest of the 
world. 

During the postwar period a num- 
ber of telephone men from other 
countries visited some of our com- 
panies as a part of our nation’s for- 
eign-air program. One overseas visi- 
tor was being shown through a toll 
office and he was watching the work 
of the inward operators. The ques- 


tion he asked was, “Where are the 
tickets of the calls these girls are 
handling?” 

We told him, of course, that the 


tickets were made out at the originat- 
“But don’t you make out 


ing point. 
“Qh no,” we 


another ticket here?” 
told him, “one is enough.” 

Later he explained that in his coun- 
try, a ticket was made out by every 
operator involved in every call, and 
that the tickets had to be matched up 
before setthkements were made. He 
was amazed at the confidence we 
place in one another. That confidence. 
is, indeed, a very precious thing - 
something which has been built up 


over many years and something 
which I’m sure all of us want to 
maintain. 


Where else is there a business in 
which the parties to it place so much 
faith in the integrity of their asso- 
ciates? This confidence in one an- 
other has, I feel certain, been an im- 
portant factor both in the quality and 
in the cost of the service we deliver to 
the public. I am proud to be a part 
of an industry in which five thousand 
partners trust each other so complete- 
ly that they make only one sales slip 
on each call. I feel that I speak for 
all Illinois Bell people when I say 
that we're proud to be partners with 
you in providing an integrated com- 
munications service for the citizens of 
Illinois. 

What [ would like the public to 
know and realize is why our system 
here in America works so. well. 
There’s a wonderful moral in it 
trust and cooperation. These things 
are basic to human understanding 
and | feel good that there’s so much 
of it in our industry. We have come 
to realize that we cannot build our- 
selves up by tearing each other down. 
that we cannot put a halo on our- 
selves by putting horns on our part- 


W.V. Kahler. 


ners. 
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Office Color Schemes have a direct bearing upon work output and the maintenance of a high degree of concentration. 


Office Color Planning 
As an Aid to Efficiency 


THE IMPRESSION created by a business upon outsiders is, 
consciously or unconsciously, influenced by the appearance of 


ROM THE STANDPOINT. of 

health, the correct use of color is 
justified by the influence it has upon 
the well-being of the occupants of 
offices. This influence has a direct 
bearing upon the output of work and 
the maintenance of a high degree of 
concentration by lessening the inci- 
dence of eye fatigue. 

It is true that well planned offices, 
correctly treated with color, can keep 
the workers free from eye fatigue for 
longer periods and thus minimize 
nervous strain and other physical 
effects, improving his or her relation- 
ship towards fellow employes as well 
as fostering goodwill toward the em- 
ploying firm, thereby inducing great- 
er co-operation and loyalty. 

Of all the problems confronting 
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the company’s offices. 


By PHIL GLANZER 
those connected with the efficient 
running of offices, none is more im- 
than the 
proper atmosphere. 

Sceptics may say that we did well 
after all, we 


since we 


portant creation of the 


enough in the past 
have long 
changed the oil lamp for electricity 
and transformed our office buildings 
from tin shacks office blocks 
which evoke pride. 

If we have progressed thus far, 


why waste time and money now? 


gone a way 


into 


To Curb Staff Turnover 
HE REASON is clear 
thing has to be done to curb the 

Times have 


some- 


office labor turnover. 
changed and are still changing, peo- 


The 


ple are changing with them. 


tempo of business has speeded up, 
the degree of concentration demand- 
ed is greater now than ever before. 

In some businesses the concentra- 
tion required to work efficiently in 
a large open general office is just 
about at the maximum possible. Peo- 
ple are continuously fighting against 
distraction. 

In emphasizing the need for the 
practical application of color, it must 
be clearly understood that it is not 
just mere theory; it is an established 
scientific fact, proven by practical 
The 
first consideration is always a Light: 
unfortunately the problem of light- 
ing is often presented in such a way 


experience all over the world. 


as to give the impression that quan- 
tity of light, both direct and reflected, 
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is the sole and complete objective. 

This is entirely wrong and is a 
feature which is never contemplated 
by a competent lighting engineer. 
The correct volume of light for all 
sources is most important because its 
effect is so closely associated with its 
effects upon vision. 

The constant fixation of the eyes 
on a given task is fatiguing. When 
the direction of the gaze changes fre- 
quently, the eyes are most comfort- 
able, therefore it is natural and rest- 
ful to glance up from a book or other 
work from time to time; if, as is 
often the case, the surroundings are 
darker than the work it is necessary 
for the eyes to adjust themselves to 
the different light density. 

Secondary adjustment is then ne- 
cessary for the eyes to readjust them- 
selves and return to the work upon 
which they were first focussed. These 
constant adjustments are tiring, they 
take up time and cause a considerable 
loss of concentration. 


Light, but not too bright, sur- 


roundings improve visual efficiency 


because the adjustments between 
work and surroundings are made 
more quickly and easily. In_ this 


way eye comfort is increased and the 
worker is more alert and cheerful. 
The obvious conclusion to be drawn 
from this is that office colors should 
be medium to light and that any glar- 
ing daylight or artificial illumination 
should be avoided. The choice of 
colors should be governed largely by 
the amount of natural and artificial 
light available in the room. 

The accepted principles of the use 
of warm and cool colors hold equally 
good in office decoration as any- 
where else, thus color treatments for 
rooms having little sunlight can be 
adjusted as easily as those having al- 
most continuous sunlight. 

It is obvious that the lighter shades 
should be used in rooms which tend 
to be dark and in the case of rooms 
receiving a great deal of sunlight. 
medium to dark pastel shades should 
be employed to reduce the strength 
of reflected light. 


Colors have additional 
they can change the apparent pro- 
portions of a room and be the means 
of equalizing the distribution of re- 
flected daylight. Both of these func- 
tions are dependent upon the selec- 
tion of the right colors and involve 
the additional problems of the cor- 


pow ers; 
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rect positioning of the colors in the 
room. 

The principal aim in any ap- 
proach to this subject must be to 
secure variety through the varied 
choice of colors. Monotony must be 
avoided at all cost. 

In ordinary offices color can be 
made to assist by using a device 
known as the focal wall. This means 
that the wall facing the workers is of 
a darker shade than the other three 
walls. At times this may be a con- 
trasting color, but always one which 
is restful when the eyes are taken 
off the work which forms the main 
concentration point. 

One may be amazed at the 
extent to which staff in a general 
office are allowed to sit more or less 
This so often re- 


well 


where they like. 
sults in people sitting in the worst 
possible positions and in worst pos- 
sible light. 

If an office layout is properly plan- 
ned, so far as lighting and color are 
concerned, the employes should have 
their desks placed for them and steps 
should be taken to see that they re- 
main in these positions. It is only 
by these methods that maximum ef- 
fort can be 
achieved. 

Many rooms are lighted mainly by 
daylight and it is often necessary for 
steps to be taken to equalize the re- 
flected light by the use of wall and 
ceiling colors in three shades. The 
darkest color is placed upon the wall 
immediately opposite the window, 
where the light reflection is strong- 
est. The two end walls, which re- 
ceive light to a lesser degree, are 
painted in a slightly lighter shade, 
and the window wall itself, which re- 
ceives little or no direct light, is 
painted in a lighter shade still. 

If the room is over strongly lit by 
daylight the ceiling should take a 
darker shade even than the wall fac- 


and concentration 





Government Workers 


“MANY administrative posi- 
tions in government do require 
men who have been especially 
trained. But it is not true that 
every aspect of government 
should be run by experts, by the 
select few. Those who would 
have it so lack faith in the peo- 
ple. They would turn their 
backs on democratic ways and 
would open wide the doors to 
totalitarianism and _  dictator- 
ship.”,-—Boothbay Harbor (Me.) 
Register. 
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ing the window; if not so well lighted, 
then the second shade is taken, and 
if the room is generally dull or ob- 
scured from direct sunlight the light- 
est shade of all should be used on the 
ceiling, thus the ceiling and the win- 
dow wall will be one continuous mass 
of color. 

In some office buildings it is some- 
times desirable to change the appar- 
ent shape of the room and revise its 
proportions. A long narrow room 
can have the end walls painted in a 
relatively dark color and the side and 
facing walls a slightly lighter shade. 

This placement of light and dark 
shades is based on the fact that dark 
colors advance and light 
colors recede, length is thus dimin- 


seem to 


ished and width increased. 

In the case of square or nearly 
square rooms, lack of interest in pro- 
portions can be made less apparent 
by painting one wall in a strikingly 
different color from the other three. 
This concentration of interest on one 
wall makes the other walls, which are 
of the same approximate dimensions, 
less noticeable. 

If the window wall is used for this 
purpose, it should be lighter than the 
others, and if the opposite wall is 
used, it will be darker than the 
others. Tall square walls can be 
made to seem less square by using a 
deep and marked contrasting shade. 

The choice of colors for the aver- 
age office depends not so much upon 
what work is being done in it but up- 
on factors such as exposure, the 
amount of natural or artificial light 
available and the proportion of the 
room. Each room in a block of of- 
fices should be treated as a separate 
unit and color chosen for it individ- 
ually. 


Obtain Advice 

T IS NOT possible to lay down any 

hard and fast rules for the appli- 
cation of these principles. It is ne- 
cessary for those wishing to embark 
upon their use to obtain the requisite 
advice, either from an independent 
color consultant or an expert em- 
ployed by a paint manufacturer or 
interior decorator. 

Finally, it is most important to 
realize that just painting walls is not 
enough — the whole layout of the 
office may need to be changed, peo- 
ple and machines may need to be 
moved around and placed in unfamil- 
iar surroundings.—Phil Glanzer. 
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SALES—A Supplement 
for Rate Deficiencies 


SALES ARE a partial answer to rate deficiencies. 
As rate increases become more difficult to obtain 


fa ta 


Milerillictt 


ELEPHONE people all over the 

country are selling and are proud 
to have been given the opportunity 
and the freedom to discuss new ser- 
vice or additional service with the 
public. 

In the past. selling was considered 
the sole responsibility of the Com- 
mercial Department through em- 
ployes in their various local business 
offices. Employes of other depart- 
ments went about their normal every- 
day duties failing to recognize or 
failing to be on the alert for an op- 
portunity to sell telephone service. 
They were not sales-minded or. at 
least. they were not actively sales- 
minded. 

Now. most telephone companies. 
both large and small, have given 
their employes in all departments the 
ereen light to go out and sell. Train- 
ing programs have been established 
to aid them in their efforts to sell 
everything that facilities and supply 
would allow, with emphasis placed on 
extensions, directory listings and in 
some areas, where facilities permit. 
new subscribers and up-grades_ in 
service are emphasized. 

Important in any sales program is 
gxood merchandising. This is being 
accomplished by means of displays. 
national and local advertising and bill 
inserts. The business man is being 
told about the latest developments in 
telephone equipment and the advan- 
tages of planned, long distance usage. 
They are shown how they can in- 
crease their efficiency, save time and 
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the accent on sales will increase. 


By A. 3. MAT 


General Sales Engineer, 
Gen. Tel. Co. of the Southwest 
money and increase business with 
modern and adequate telephone ser- 
VICE. 

The residential market is being ap- 
proached with many modern ideas 
for telephone service in the home. 
Two or more telephones presented 
in the form of package selling. An 
extra line for the children or at least 
an extension of their own. Mother. 
the children and even Aunt Suzie can 
now have their names listed in the 
telephone directory. 

HE AMERICAN people today are 

talking in terms of two's or in 


some cases more. ‘Two cars: two 


i i 


A. J. May 
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television sets: two and often more 
radios; two living rooms or a den, as 
one is called: two bath rooms: two 
places to cook the kitchen and an 
outdoor fireplace; two air condition- 
ing units or more. With all these 
modern and expensive additions for 
present day living, one or more addi- 
tional telephones should not be over- 
looked as a possibility for most mod- 
ern day homes. That is the thinking 
of those engaged in telephone selling 
today, and various methods are be- 
ing used to put this idea over to Mrs. 
Housewife. 

Step-saving and time-saving is the 
trend in the modern homes as far as 
Vrs. Housewife is concerned. Fewer 
steps and more time makes it possible 
for her to engage in other activities 
and enjoy life more fully. The auto- 
matic washing machine located in the 
kitchen or nearby utility room with 
an automatic dryer makes her wash 
day a breeze. The automatic defrost- 
er on her refrigerator eliminates the 
messy chore of defrosting periodical- 
ly. An electric oven enables her to 
place her meal in the oven and go 
about other things. An automatic 
dishwasher also makes life easier for 
her. 

Then, why should she have to run 
to answer her telephone or place a 
call whether in case of business, 
pleasure or an emergency, when for 
only a few cents per day she can 
have an attractive and convenient ex- 
tension right in her kitchen, bed- 
room, den, patio or any other con- 


MANAGEMENT 19 





LET’S MAKE IT 
MUCH EASIER WHY — IT COULD LOOK 


TO OPERATE! LIKE A MODERN 
BUSINESS MACHINE! 


WHY NOT HAVE KEYS 


CORDLESS PBX THAT OPERATE ONLY MAKE A CORDLESS BOA! 


BE SO CLUMSY? | THAT WILL BE / 


WHY SHOULD A | THINK WE CAN »\ 
D 


ONE WAY? 
MUCH LIGHTER! 


-.. and HERE YOU Jj 


Here indeed, in this beautiful Leich Cordless, is the new look in PBX Switchboards. 


Only 714 inches high and 16 inches long, this Leich Cordless gives you 
20 lines, 5 trunks and 5 connecting circuits. It looks like a modern business 
machine and fits in very nicely in modern offices. 


Operation is made easier by the new Leich one-way colored keys. 
Even girls who never worked a switchboard before can learn to give fast, efficient 
service with this unique new arrangement. It provides every modern operating feature. 


This new Leich Cordless is designed to give you more dependable performance too. 
The new, positive-action keys are extremely simple in design and operation. 

The new Leich built-in multiple eliminates 52 per cent of the contacts 

and 64 per cent of the soldered joints that were necessary on old style Cordless boards. 


Find out right now how you can use the new Leich Cordless 


to build business revenue in your company. Write today for catalog and prices. F 
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“LET'S ELIMINATE 
THAT MAZE OF WIRES 
ON THE INSIDE! 









the most practical, 
easy-to-use 

Cordless Switchboard 
you ve ever seen. 





Removing cover makes all the parts instantly acces- 
ble. No crowded maze of wires. There’s less to go 
rong on this new Leich Cordless. All parts are 
iade of the highest grade materials. Precious metal 
ntact surfaces are used on all the keys. 


MANUFACTURERS OF TELEPHONES, SWITCHBOARDS AND RELATED APPARATUS SINCE 1907 


LEICH SALES CORPORATION 427 W. RANDOLPH STREET CHICAGO 6, ILLINOIS 
)UTHWEST: 1227 SLOCUM ST., DALLAS 7, TEXAS PACIFIC COAST: 2611 SAWTELLE BLVD., LOS ANGELES 64, CALIF. 
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NEOPRENE 


4 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof... easy to keep clean. 


NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 


Take your choice—Neoprene, Nylon or Cot- 
ton. They’re all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


= 
oO 
— 
os 
o 
—~ 


Our geographical location 
cera SERVICE, 
A ale > ~¢: 
fis Sa a 
Os aa 


RUNZEL 


Cord and Wire Co. 


1723 W. MONTROSE AVE. 
CHICAGO 241, 323, 
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| venient location. 


These are the facts 
as they are being presented to the 
housewife. 


“An Important By-Product” 


ELLING HAS become a new and 

challenging experience for tele- 
phone people, and they are proving 
that they can and want to sell. It’s 
exciting and adds a spark to their 
regular duties. The results have 
been very satisfactory according to 
all available reports. 

An important by-product of the 


| telephone sales programs is the im- 


| 


provement of service and public re- 
lations. Subscribers welcome the at- 
tention they are receiving from tele- 
phone employes as they express an 
interest in the customer’s telephone 
needs and put forth every effort to 
satisfy their needs. 

The plant man is constantly alert 
on every premise call he makes 
whether in the home or the place of 
business. He observes telephone us- 
age and the location of instruments 
in an effort to determine if he can 
improve the subscriber’s service by 
making certain suggestions. The re- 
sults may be the sale of additional 
service or may result in “no sale,” 
but a more satisfied customer. The 


| customer feels flattered that someone 


1955 


has taken the time to discuss his tele- 
phone needs and he will feel better 
about paying that next telephone bill. 

Information calls are also being 
turned into dollars in addition to 
giving the company a chance to tell 


Meet The Author 


The author, A. J. MAY, a 
native of Mississippi, started his 
telephone career in 1940 with 
Southern Bell Telephone Co. in 
the construction department. In 
1941 he joined the Army Air 
Force and served for five years. 
After his military service, Mr. 
May attended DePauw Univer- 
sity, Greencastle, Ind. 

Mr. May joined the General 
Telephone Co. of Indiana in 
1949 as a supervisor in the rev- 
enue accounting department. In 
1950 he was promoted to district 
commercial manager at Angola, 
Ind. Mr. May resigned in 1953 
to enter the insurance business 
as an agent. He returned to the 
telephone business in 1954, 
when he accepted a position with 
General Telephone Co. of the 
Southwest at San Angelo, Texas. 
Mr. May has served as general 
sales engineer since that date. 
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people that they are sincerely inter- 
ested in seeing that as many calls are 
completed as possible and that they 
are making every effort to improve 
their service. 

The Traffic Department plays an 
important role in this part of the 
sales program. Information calls are 
recorded, showing the name of the 
called party for which there is not a 
listing. Any other information that 
can be secured from the calling party 
is also recorded. 

These names are then passed to the 
local business office where trained 
Commercial employes take over. 
Each name is screened by checking 
the city directory, final account files 
and, in some cases, a check is made 
with other utility companies in an 
effort to locate these persons. Those 
that can be located are contacted and 
offered service if facilities are avail- 
able, or in some cases, if the person 
is living with a relative, an extra list- 
ing in the directory will enable them 
to receive their calls. 


Toli Credit Cards 
ODAY MORE long 


credit cards are in use than ever 
before. Selected long distance users 
are being presented these cards as a 
courtesy to them and, of course, to 
encourage additional usage of long 
distance by making it easier for them 
to place their calls from any location 
or telephone. Credit Card calling 
also solves many of the customer's 
problems in keeping record of calls 
made away from home and in sep- 
arating personal calls from business 


distance 


calls. 

The results of telephone selling 
thus far have been increased revenue 
through increased sales, improved 
customer relations through improved 
service, and improved employe re- 
lations by making all employes feel 
that they are the backbone of the 
whole sales program. Employes are 
better informed on items of 
equipment and their functions and 
have a greater feeling of self-confi- 
dence when discussing telephone 
needs with the subscriber or a pros- 
pective subscriber. 

Sales, therefore, are at least a par- 
tial answer to any rate deficiencies 
that may now exist. As rate increases 
become more difficult to obtain, the 
accent on sales will probably become 
more prominent in the telephone in- 


dustry.—A. J. May. 
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Ocala, Fla. toll of fice of 
the Florida Tel. Corp. 


Training Tra’ 


By 


RUTH E. 


In PART IV of her article, Miss Richards discusses the relation- 
ship between a supervisor and her operators, and points out 
that the ability to motivate others is “one of the marks of good 


leadership.” 


Part Ill of this article appeared in the June issue 


of TELEPHONE ENGINEER & MANAGEMENT. 


“Teaching is not filling a bucket — it is lighting a lamp.” 


Relationship Between 
Supervisor And Her Operators 


N THE FIRST part of this training 

series, you will find the quoted 
statement, “a supervisor is a person 
having control of, or responsibility 
for, one or more workers and the job 
they do.” 

The newly appointed supervisor 
must be made aware in the begin- 
ning of the human element phase of 
supervision. She must realize that 
the experienced operators, for whom 
she has responsibility, have technical 
knowledge, the skill to perform the 
operations necessary to establish con- 
nections, and that as a supervisor she 


YOUR JULY, 


1955 


will be directing that skill toward 
bettering service. In so doing, she 
will be dealing with operators as per- 
sons as well as skilled workers. She 
must have their confidence; this con- 
fidence is secured and strengthened 
by the manner in which she goes 
about the various phases of her work, 
for example, greeting them in a 
cheerful, friendly manner, being alert 


ic Emp 


RICHARDS 


oyes 


to their general comfort as they work, 
commending good work, etc. 

The ability to motivate others is 
one of the marks of good leadership. 
It means supplying workers with rea- 
sons for being cooperative, produc- 
tive and purposeful in the perform- 
ance of their jobs. Properly motivat- 
ed people work together in a har- 
monious relationship, as the out- 
growth of respect for a supervisor's 
ability, her fairness and sense of obli- 
gation to her responsibilities. They 
will want to do a good job consistent- 
ly, as opposed to having to do it to 
hold the job. 

The training procedure used in ac- 
quainting a new supervisor with her 
job follows the accepted pattern of 
explanation and discussion followed 
by practice. Through this means she 


INFREQUENTLY ENCOUNTERED CONDITIONS 


HANDLING OPERATOR 
REQUESTS FOR 
ASSISTANCE 


DIFFICULTY IN HANDLING CALLS 


FIGURE ONE 
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will come to understand such import- 
ant phases of her work as the need 
for watching the flow of traffic, be- 
ing alert to signals and to the work 
of operators. 

Perhaps the most difficult adjust- 
ment that a new supervisor in the 
small or medium size office has to 
face is the transformation of herself 
from one-of-the-girls, each of whom 
she knows quite well, into one who 
has responsibility over their actions 
and production. The more complete- 
ly the student supervisor knows the 
work of an operator, the more quick- 
ly she will develop confidence in her 
ability to assist others. This confi- 
dence will strengthen her position as 
a teacher and aid in her contacts with 
the force. 

Every contact either adds to or de- 
tracts from the impressions formed 
by operators. If the supervisor in- 
vites and welcomes requests for as- 
sistance, is a willing listener to prob- 
lems relating to the work, and gives 
consideration to all matters brought 
to her attention; she will gain the re- 
spect and cooperation of the operat- 
ing force very quickly. 

Every supervisor needs to have 
enough imagination to put herself in 
the place of each one of her people 
as she deals with them. She needs 
to observe, listen and study each one. 
When she really knows each one, she 
is then in a position to guide that 
person so that she gives her best to 
her work at all times. This is true 


leadership. 


“Development Work” 


O*" OUTSTANDING feature of 
a supervisor's work is called 
“development work.” In constantly 
working with operators she learns to 
observe the items in which individual 
operators require further instruction, 
and how the group as a whole must 
be helped to perform a satisfactory 
operating job. It is her duty to see 
that good service is given to cus- 
tomers by adherence to standard op- 
erating practices and methods. She 
must understand how the switch- 
board equipment should work, and 
be able to recognize when an out- 
of-order condition exists. She will 
need to learn to locate specific con- 
ditions in the Toll Operating Prac- 
tice, and to know what other refer- 
ence material is available and how to 
use it. 

We say “she learns” 
But, as a student supervisor, she may 


to observe. 
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need to have pointed out to her, the 
things which she should observe, for 
instance, cord handling techniques, 
the method of stamping a toll ticket 
properly, the attention given to spac- 
ing of code rings and like items. 

She will be required to bring to 
the attention of the operating force, 
failures to follow accepted rules of 
managing a central office, those 
which interfere with the smooth op- 
erating and orderly functioning of 
the office. For example, excessive 
talking at the switchboard, unneces- 
sary or extended monitoring on con- 
nections, taking overtime on relief 
periods or reporting late for work. 

Until such time as the new super- 
visor has acquired experience in such 
matters, she should not hesitate to 
talk with the Chief Operator about 
them, and at the same time recognize 
that she is obligated to report serious 
or repeated infractions of recognized 
rules of conduct. 

The Chief Operator will acquaint 
the new supervisor with the follow- 
ing duties, which it is expected she 
will perform when she works on the 
floor: 

HANDLING 
TORS: 

Operators are taught and encour- 
aged to call upon the supervisor for 


CALLS FROM OPER,:- 


help. Such calls usually come _be- 
cause the operator has met with a 
condition which she cannot handle 
satisfactorily, or she has a_ request 
of a personal nature. 

Prompt answering is important 
in some cases the operator cannot 
proceed with other work until she has 
received assistance. Slow answering 
delays customer service and causes 
loss of operating time. Discussion 
should take place through the tele- 
phone set to avoid distracting other 
operators. 

Where 
should receive brief and explicit di- 
rections so that she may proceed with 
the handling of the call without de- 
lay. Where the directions will delay 
the progress of the call because they 
are lengthy, complicated, or beyond 
the knowledge of the operator, the 
call should be transferred to an ad- 


jacent operator or handled by the 


possible, the operator 


supervisor. 

The 
that the. assistance 
ceived may not be sufficient training 
that she will be able to 


understand 
has_re- 


operator should 


she 


to assure 


handle similar calls in the future. The 
attitude and manner of the supervisor 
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in such cases will determine to a great 
extent the operator’s confidence and 
willingness to ask for help another 
time. 

HANDLING SET CALLs FROM OPERA- 
TORS: — 

Receiving 
Calls: 

Set and position equipment. 

Color of lamp —number of appear- 
ances. 

Use of key and set equipment 
cut out and flashing facilities on set. 


if provided. 


and Answering Set 


Plugging in to answer — correct 
receiver jack — guard against dis- 
turbing operators set plug. 

Location and posture — standing 
well back from operators’ chairs 
avoid drawing set cord around 


chairs. 
V oice Work. 
Phraseology use of prescribed 
phrases. 
Attitude 
ner, Ctc. 
Handling Set Calls. 
Request analyzed and necessary ac- 
tion considered; determine further :- 
Is request one for which guidance 


interested, helpful man- 


and explicit direction can be given 

over supervisor's line? 

Should direction be given at opera- 

tor’s position? 

Guidance or direction for handling 
call, 

Should be brief and explicit 
make it possible for operator to pro- 
ceed without delay disconnect 
promptly. 

In discussion periods, 
practice, the following precautions 
should be stressed: When a set call 
is answered, it is necessary that the 


following 


supervisor become immediately alert 
to the conditions at the operator’s 
position, analyze the situation and 
give directions insofar as possible in 
the following order: 
(1) Give reports or explanations 
to waiting customers. 
(2) Promptly equipment 
not required for immediate 


release 


use. 

(3) Furnish instructions covering 
ticket entries. 

(4) Give any further explanations 
the operator may need and the 
reasons for the action taken. 

Point out that operators’ requests, 

the frequency of them and the type, 
may be a good indication of the need 
for further training. 

Some conditions will be referred to 

the supervisor because the correct 
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operating practice provides for such 
handling. Other requests will be for 
help on infrequently encountered 
types of calls, while others will be for 
items not yet covered in the opera- 
tor’s planned training. 


Developing Material 
For Discussion 


HE FOLLOWING outline is in- 
tended as a guide to the Chief 
Operator-instructor for developing 
material for discussion, based on the 
needs of her individual office and 
may be expanded according to actual 


experience to cover any local varia- 


tions. The practice conditions may 
be set up as complete calls or as a 
series of questions which will bring 
out the explanations for correct hand- 
ling. Actual practice calls should 
cover some examples of each type of 
operating being done under the su- 
pervisor’s direction. In a combined 
office both local and toll examples 
should be used. 


Practice Call Conditions 


ConpiTion 1 — TOLL: - 

Request to Have a Call Charged to 
a Third Station. 

(a) Request that charge be trans- 
ferred to a telephone located within 
the rate limitation area. (Supervisor 
will encircle the entry in the “Spec. 
Inst.” space in green.) 

(b) Request that charge be trans- 
ferred to a telephone located outside 
the rate limitation area. (Explana- 
tion to customer that transfer may 
not be made.) 

(c) Station to which it is desired 
to transfer charge is a coin station. 
(Explanation to customer that trans- 
fer may not be made to a coin sta- 
tion. Try to secure alternate direc- 
tions. ) 

(d) Request received from a pub- 
lic telephone or hotel. 

(e) Request to transfer part of a 
charge from a coin telephone to a 
third telephone. 

Reference: 
12 

ConpiTIon 2 — Loca: 

Emergency Calls. 
importance of the 
Ex- 


plain that these calls are always re- 


- TOP. Div. A, See. 


Review the 
handling of emergency calls. 


ferred to the supervisor and that it 
is her responsibility to see that they 
are handled efficiently and speedily. 

The 


emergency calls consists of: 


special treatment accorded 
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CAMEL IN THE TENT 
FOR 17 YEARS retail and cer- 
tain service businesses have been 
exempt from the federal mini- 
mum wage law. Now it is pro- 
posed that the law be extended 
to those businesses which oper- 
ate units in more than one state. 

If that is approved, certain 
things will inevitably happen. 
First, it will be only a matter 
of time until the law is extended 
to more and more of the busi- 
nesses, including even the small- 
er ones — once the camel gets 
his nose in the tent, his whole 
body will eventually follow. Sec- 
ondly, unskilled, marginal work- 
ers will find fewer and fewer 
jobs open to them — for retail- 
ers and others, operating in in- 
tensely competitive fields, will 
be forced to pare their payrolls 
to the utmost. More important 
sull — government will have 
taken another long step in con- 
trolling our lives.—IJndustrial 
News Reviews 


Continuous supervision until the 
case is properly reported volun- 
tarily rendering reasonable assistance 
in summoning aid where necessary. 
Supervisor and operator, or person- 
nel in distant offices, working as a 
team to perform as promptly as pos- 
sible whatever steps may be required. 
referring to the Chief 
Operator emergency calls on which 


Promptly 


unwarranted delay is being experi- 
enced. 

Review operating practices author- 
ized in the office to expedite the com- 
pletion of these calls. 
clude: 

(1) Giving undivided attention 

establishing 


These may in- 


connection as 
quickly as possible. 

trunks, 
when under normal operating 


Securing circuits, 


a delay is encountered. 
Obtaining and reporting the 
details of the emergency if the 
calling party cannot remain 
at the telephone. 

Securing the release of a busy 
line or an out of order line if 
necessary. 

Taking action with regard to 
Making 


a record of each call handled 


charging for the call. 


— refer or file as locally pre- 
scribed. 

Advise the supervisor to refer to 
the Chief Operator any emergency 
call on which difficulty has been en- 
countered. 

(a) Call not given by number. 

(a) Sr. Obtain number from pos- 


ition bulletia or from Information as 
the case requires. Do net ask the 
calling party for the number or con- 
nect him to Information. Monitor 
until you are sure the called party 
understands the and_ has 
take Challenge 
promptly on signal and give any as- 


report 
agreed to action. 
sistance needed. 

(b) Calling party does not remain 
on line: 

If the calling party leaves the tele- 
phone before you secure the calling 
number, the nature and location of 
the emergency, try to determine the 
calling number by having the con- 
nection traced, ring back on the line 
or trunk to secure any identifying de- 
tails possible. Use all the ingenuity 
and resources at your command to 
secure information. 

If the call is from a Community 
Dial Office 
ing line until it is identified or all 
sources for doing so have been ex- 
Notify the Wire Chief or 
Plant employe on duty that you are 
after 
hours, consult the Plant Emergency 


do not release the call- 


hausted. 
holding a line for trace. if 


list and report the condition to the 
employe reached. 

After securing the line number be- 
ing held, determine the subscribers 
on the line and report this informa- 
tion to the Police or Fire Department 
of the call 
originated. 

Reference: T.O.P. Div. C, Sec. 1 

ConpDiITION THREE: - 

Securing and Collecting Deposit 
for Overtime on Toll Calls. 

(a) Calling party hangs up with- 
out depositing any of the amount 
due. 

Sr. Write 

across the face of the ticket and see 

that the full amount of the correct 
charge is in the “charge” 


town from which the 


“shortage” in green 


space. 

Enter an explanation on the ticket 

unless the reason is evident from 

ticket entries. 

(b) Calling party hangs up, after 
depositing only part of the amount 
due. 

(c) Calling or called party re- 
quests that the overtime be charged 
to the called station. 

Reference: T.O.P. Div. A, Sec. 10. 

Next on the list of training lessons 
for the new supervisor, is the multi- 
tude of duties covered by the term 
Activities” or “Management 
of a Division.” We'll look for you 
in the classroom.—Ruth &. Rich- 
ards. 


“Floor 
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gO om Installation of Automatic’s 
iy “Out e new Type 80 Monophone is 
Aw jt remarkably quick and easy. 


It offers a worthwhile saving 
in costly man-hours! 


screwdriver’s all you need! 


Installing a Type 80 Monophone is surprisingly quick, unbelieveably 
easy. A screwdriver’s the only tool required, and in a few short minutes 
your man’s on his way to another job. Here's substantial savings in 
installation time! 


Let’s look at the features that make this speed possible: 


e No soldering—all wires terminate in spade clips which attach 
to screw terminals. 


e Unitized construction—allied components such as ringer and 
ringer condenser are screw-mounted together as a unit. Pick a 
ringer and the right condenser comes with it. 


e Simple adjustments—for example, the line loop compensator. 
A mere twist of a screwdriver, and it’s set! 


Men who are using Type 80’s are warm in their praise of its simple 
installation. ‘They're pleased with its smart styling, low maintenance, 
fine transmission, and other advantages, too, Order Type 80's today. 
Address: Automatic Electric Sales Corporation, 1033 W. Van Buren St., 
Chicago 7. Or call HAymarket 1-4300. 


, AN 
AUTOMATIC ELECTRIC 


AY 


ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
















































NEW LINE-THROWING gun speeds service to Boulder Creek, 


Calif. subscriber ... Wisconsin Bell develops “‘watch-dog” sys- 


NEW EQUIPMENT 


relate! 
NEW METHODS 


By John G. Reynolds 


tem for spotting leaks in exchange cables ... New formulation 
improves kill on red maple and white oak. 


Line Throwing Gun 
Gets The Job Done 


You CAN TAKE it 
who know that pulling long spans of 
telephone wire across steep, brushy 
canyons is no picnic. Under the 
happiest circumstances, it is a slow, 
tiring job that strains men and ma- 


from the men 


chines. 

At worst it’s a headache with the 
pull-in rope snagged in trees, poison 
oak everywhere and the whole job 
getting everybody's goat. 

At least, that’s the way it used to 
be. According to Pacific Telephone 
Magazine, Northern California-Neva- 
da area plant men have come up with 
an answer to canyons — a line-throw- 
ing gun. Mariners have long used 
the same kind of equipment in life- 
saving. 

The gun looks like an old-time can- 
non. It fires an 18-pound projectile 
to which is attached 7/32-of-an-inch 
manila rope. Five-ounce or smaller 
charges of black powder fire it. On 
level ground the cannon throws the 
line up to about 1400 feet. Down hill 
the range is a little farther. 

Here’s how the line-throwing gun 
time, and effort in 
bringing service to a customer near 
Boulder Creek, Calif., recently: 

The biggest obstacle for plant men 
building the line into a new rural 
subscriber's home was a canyon 675 


saved money 


feet across and just about as deep. 
The steep slopes were brush covered. 

“Take a_ three-man 
three days to pull-in wire by hand 
working in that hole,” construction 


crew about 
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men estimated. “Better get that line- 
throwing gun.” 

The distance was easily within 
range. After the had 
been cleared, the projectile was fired, 


target area 
bringing a pull-in rope into position. 
Within four hours, telephone wires 
had been pulled into place. 

For plant’s line-throwing gun this 


was canyon crossing No. 12 — an 
easy one. And already, say con- 


struction men, the gun has more than 
paid for itself. 


“Watch Dog’ For 
Exchange Cables 


A NEW “WATCH DOG” system for 
spotting leaks in exchange cables is 
being tried out by the Wisconsin 
Telephone Co. 

The system, which will alert plant 
forces to a break in a cable sheath 
and also protect subscriber lines tem- 
porarily, consists simply of forcing 
dehydrated air into all cables fan- 
ning out from a central office. This 
is accomplished first by plugging the 
far end of a cable, then pumping the 
dry air into the sheath from the other 
end at the office until the 
pressure reaches a certain level. 

A meter then measures the volume 
of air going into the cable. A cer- 
tain amount of air is expected to 
escape under normal conditions. An 


central 


undue amount serves as the warning 
that the air is escaping through a 
break in the sheath. 

For some time, a similar system us- 
ing nitrogen gas has been in use in 
critical toll cables but is not as prac- 
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tical as dry air for exchange pur- 
poses. 

Wisconsin Telephone Co. currently 
is installing the system in the Madi- 
son Exchange and in the Bluemound 
service area of Milwaukee. In the 
cables, a resin compound called 
“thikol” is being injected to seal the 
ends of all cables which are not air 
tight. In the central offices, com- 
pressor-dehydrator machines will re- 
move the water content from the air 
and maintain the desired pressure in 
each cable. 

In addition to the meters, which 
will tell only which cable is broken, 
small alarm devices wired from var- 
ious points on each of the larger 
cables will serve to further pinpoint 
any damaged location. 

While the leak is being located, the 
compressor-dehydrator will send in- 
creasing-volumes of air into the cable 
to maintain the pressure and staunch 
the flow of any moisture into the 
sheath. 

Use of the air pressure system is 
expected to reduce service interrup- 
tions by prompt detection of cable 
damage. it also will enable the Plant 
Department to repair troubles during 
normal working hours rather than on 
an emergency basis. 


Formulation Improves Kill 
On Red Maple and White Oak 


STANDARD CHEMICALS in a new 
formulation developed by American 
Chemical Paint Co., Ambler, Pa., 
have given outstanding killing ef- 
fects on red maple and white oak in 
tests conducted over two growing 
seasons. 

These two woody plants have in 
the past successfully 
same chemicals used in other formu- 


resisted the 








lations. Both yielded to the new 
ACP experimental brush killer — 
ACP-L-329 — used either as a foliage 
or as a basal spray. At the same 
time, tests showed that the new for- 
mula is effective against plants which 
have been easily controlled by stand- 
ard commercial products. 

“We have come to the conclusion 
that there are differences in the kill 
of woody plants when different form- 
ulations are used even though the 
formulations contain the same 
amount of acid and the same esters,” 
Dr. Robert H. Beatty, ACP director 
of agricultural research said. “We 
believe that the new ACP-L-329 gets 
more of the active ingredients into 
the plants.” 

The new formulation first 
tested in July of 1953 by a team of 
ACP research men on the right-of- 
way of the American Telephone & 
Telegraph Co. cable line near Seran- 
The site was selected be- 


was 


ton, Pa. 
cause of the uniformity of its woody 
species and the heavy growth of red 
maple and white oak which have long 
been identified as persistent scourges. 
No additional spraying was done on 
the test plots. 

The ACP-L-329 was applied as a 
foliage spray in some test areas and 
in others as a dormant basal spray 
to brush of medium density which 
averaged about 6,000 stems per acre 
and stood four to six feet high. In 
these experiments the plant was judg- 


Used as a Foliage Spray 





ACP-L-329 





WEEDONE 2,4,5-T 


Material used-4lbs. acid equiv. in 100 gals. of water 


REO 
MAPLE 


Zi 


| Jencn 


AS A RESULT of the foliage sprayed with ACP-L-329, tests showed a 45 percent 
kill on red maple. 


ed to have been killed when the spray 
produced defoliation and no subse- 
quent resprouting from stems, lateral 
rhizomes or root collars occurred in 
the two year test period. 

As a result of the foliage spray 
with ACP-L-329, tests showed a 45 
percent kill on red maple while an 
identical spraying at the same rate 
with a standard formulation Wee- 


ACP 


done 2.4, 5-T which is also an 


Used as a Basal Spray 











ACP-L-329 


= 


ACP-L-380 


Material used-16 Ibs. acid equiv. in 30qals. of oil and 
70 gals. of water 


[ames OA Jeuace oan | Jasper 


ACP-L-329, used as a dormant basal spray produced a kill of 48 percent on 
the hardy white oak. 
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product produced only a seven 
percent kill. 

When applied to white oak under 
formu- 
percent kill 
while a Weedone 
2.4,5-T killed only five percent. 

At the black birch 
which has been traditionally easy to 
control with standard commercial 
products, was killed by ACP-L-329 at 
a rate of better than 95 percent. Re- 


identical conditions, the new 
lation produced a 40 
spraying with 


same time, 


search men pointed out that this 
demonstrates that the experi- 
mental brush killer sacrifices none of 
the effectiveness of standard chemi- 


new 


cals on easy-to-kill species in gaining 
its ability to cope with the hardier 
virieties. 

In each foliage test a solution of 
either 
formu- 


four pounds of brush killer 
ACP’s Weedone or the new 
lation was mixed in 100 gallons 
of water. The impressive difference 
in rate of kill on the’ rugged red 
maple and white oak species was 
therefore judged to be due, not to 
difference in strength of the spray 
but, to the difference 
formulation of the new brush killer 


and the standard commercial prod- 


between the 


uct. 

In all the foliage tests conducted, 
all stems, leaves and branches were 
sprayed to the point of run-off. No 
attempt the 
ground, 


ACP-L-329 was also 


was made to spray 


tested as a 
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dormant basal spray — a spray ap- 
plied to the base of a plant in the 
non-growing season. On white oak, 
similar gains in rate of kill were 
noted to be still in effect after the 
second growing season. Formulated 
at the rate of 16 pounds of brush 
killing agent in a mixture of 30 gal- 
lons of oil and 70 gallons of water, 
L-329 produced a kill of 48 percent 
on the hardy white oak. Exposed to 
the same formulation and dosage, 
80 percent of the black oak and 90 
percent of the aspen subjected to the 
dormant basal spray were recorded 


1 
| 11) e e ° ° 
I | y FOR RURAL killed. Here again, the kill was still 
| in effect after two growing seasons. 
ee DISTRIBUTION CABLE 































































New “‘Contact’’ Cleans, Restores 







1} | ; 2 ° . 

|| @ Use Preformed Dead-Ends and Splices on 6 and 16-pair dis- . 2 

j tribution cable for the most efficient and economical installation. and Quiets All Moving Parts 

| saa just i et — ne —— oe SPECIALLY FORMULATED for the 

cable and wrap on the Preformed Dead-End or Splice. Installa- electronic and electro-mechanical in- 

1 tions are made in a matter of seconds. Costly dead-end loops ‘ Sage 
dustries by Beaver Laboratories, 86- 







ih are eliminated and you will discover the holding capacity of Z ; nie 

| PLP Dead-Ends Mit ea exceeds the scoala poke of 51 Palo Alto St., Hollis 23, New 
the strand even under suddenimpact. They willnotslipregardless 
| of relaxation and retensioning. Like other PLP products, they 
| assure long service life under the most adverse service conditions. 





York, N. Y., “conTacT” is a new 
colloidal solution with a hydro-car- 














@ Protect your jacketed messenger under pole fittings with a 
set of Preformed Armor Rods...applied right on the jacket. 


a complete line for the telephone industry. 








PREFORMED DEAD-ENDS 
AND TANGENT SUPPORTS 

@ Protect and hold new self-supporting cable with a firm 
elongated grip that distributes a low unit pressure over a 
large area... that eliminates damage to the conductor 
without permitting slippage. 











PREFORMED GUY-GRIPS 


! 

@ Assure the fastest, most economical and efficient means 
for dead-ending guy strand and messenger ... do not 

| slip under any condition—impact or intermittent load- 

ing. They are wrapped on the strand by hand without 

| the aid of wrenches or compression tools. Easily removed 

for retensioning. 














PREFORMED SPLICES 








/ . ow 
\ fo @ Are used for new construction and for repairing dam- 
aren — 
us LAS aged or broken strand . .. restores full strength to the 
strand. 







« 






PREFORMED LINE GUARDS 
@ Fit snugly without the use of clamps or clips. They guard bon carrier base. The super-capill- 
against concentrated stresses and are ideal for protecting 
conductors from the abrasion by trees, buildings or other 
objects. A must for protection at tangent supports. 






ary action of this product forces it 






into inaccessible places where it in- 





stantly cleans and deposits a coating 








PREFORMED SPLINTS-AND-TIES tip is 

; of “duralube” — a hard-bonded dry 

z @ Reinforce the conductor and provide protection dur- SR ee iets 

r ing the life of the line . . . eliminate wear and chafing, ne 7 1 cold = ene 
1eat and cold. 






resist slippage and greatly reduce maintenance. 





Non-inflammable and completely 











lech ‘ii , 
Conant ener einen Siena harmless to precious metals and all 

Made in accordance with or for use under one or more of the contacts, “CONTACT” leaves no gum- 

following U. S. Patents: 2,275,019; 2,587, 521; 2,609,653; is ET Pa a la or 
Mis SauASikt: Silaw seclatin-aenien. my deposit and does not effect resis 





4 tance, capacitance or inductance. It 
‘al PREFORMED LINE PRODUCTS COMPANY has been tested and approved for use 
5349 St. Clair Avenue ¢« Cleveland 3, Ohio in the most critical UHF and radio 


| circuits. 






YOUR JULY, 1955 TELEPHONE ENGINEER & MANAGEMENT 








LINE CONSTRUCTION MATERIALS 
To Meet Your Guying Needs 


OFFSET GUY CLAMPS, 









New Offset Type 


Guy Clamp “a 


18-Gauge, 
Heavy 
Galvanized 


Guy Guard 


| designed for 


Catalog 
Number 


20002681 
20002682 
200026B3 
200026B4 


= 





_ 4-Way Anchor, Two-piece design... The four 

' Designed for blades are formed of a single piece 
of steel and coordinate with the 
sturdy base plate to develop maxi- 


mum holding power. 


Exceptional 
Holding Power 
: i dtc? ee Blades are designed to provide 


a wel 


minimum resistance to earth pene- 





GUY GUARDS, ANCHORS 


L-M’s New Offset Guy Clamp 


Two sizes: Cat. No. 221522A2 for 4%" to 42” Guy Wire 
Cat. No. 221522A1 for %”" to %” Guy Wire 


Here’s a new guy clamp design with 


_ superior holding power—in excess of 


the breaking strength of the strand 
accommodated. 

The offset grooves tend to snub the 
cable under load, effectively restrain- 
ing the slip of the cable. 

L-M’s new offset guy clamp saves 
On initial cost and installation time. 


L-M’s Guy Guard clamps firmly 


Cat. No. 280024B1 Length 8 Feet; 280024B2 Length 7 Feet 


L-M’s guy wire protectors have a 


, tight anti-rattle hook at upper end 


and unique anchor rod clamp at lower 
end. Position of bolt on side of pro- 
tector facilitates tightening of lower 
clamp. No loose parts to fall out. 

Body is 18-gauge steel with a heavy 
hot-dip galvanized coating to assure 
long-lasting protection. Available in 
two lengths. 


L-M’s 4-Way Pressed Steel 
Expanding Anchors 


exceptional strength 


Minimum 
Mechanical 
Strengths, 


Nominal 
Holding Power | Anchor Rod 
Class— Diameter— 


Pounds Inches Pounds 





tration during installation and 
maximum resistance to pull-out 
when in expanded position. 

These anchors have been 
thoroughly tested and approved 
by major utility companies. You 
can depend on them to hold! 


Thousands of Line Construction Specialties 


These are just a few of thousands of L-M line construction write Line Material 
specialties warehoused nation-wide to serve your needs. 
Contact your North Electric Manufacturing Company or 


Kellogg Switchboard & Supply Company representative, or 


LINE MATERIAL vee % 
Line Constuction Matenale & 


Company, Milwaukee 1, Wisconsin (a 


McGraw Electric Company Division). 231A 


Sold for L-M to the independent telephone industry by 


Switchboard and Supply Company 


AND 


> sue NORTH ELECTRIC MANUFACTURING COMPANY 








































By R. G. TUNGATE* 





THIS ARTICLE describes a method developed in Britain for 


EXCHANGE 


TEST EXCHANCE CABLING 


SELECTOR 











TELE 
Fie. 


BATTERY & 
RINCINC SUPPLY 


mey TONE OUT 


Checking Local Line Plant Reeords 





the large-scale checking of local line plant records, and for the 
tracing of unidentified or misrouted pairs. 


Introduction 

N BRITAIN during the Second 

World War, telephone plant suf- 
fered considerable damage due to 
bombing, and in some cases hurried 
or temporary repairs were under- 
taken which resulted in “spare” pairs 
in local cables not being connected 


Also 


in some cases the records themselves 


as shown on the plant records. 


were damaged or destroyed. 

In the years following the war, the 
heavy demand for telephone service, 
together with the restricted provision 
of new plant, made it necessary to 
utilize every available cable pair, and 
in certain exchanges throughout the 
country a systematic check of the dis- 
tribution of pairs in the underground 
network was undertaken. The follow- 
ing description relates to trials car- 
ried out in the Midland Region of the 
British Post Office. 

Scope of the Tests 


To CHECK THE distribution of 





*Mr. Tungate is with the Midland 
Regional Headquarters of the British 
Post Office specializing in overhead 
and underground construction meth- 


ods. 
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cable pairs in an exchange area it 
was to prove that pairs 
recorded as working were in fact 
connecied, and that all the spare pairs 
were available at the points indicated 


necessary 


It was proposed that 
should 


by the records. 
“lost” or misrouted pairs 
afterwards be traced so_ that they 
could be made available, if required. 

The work was undertaken by one 
party at the exchange main distribu- 
tion frame and another in the field 
at cable terminals, etc. Due to the 
large number of lines concerned, it 
was essential to evolve a rapid means 


of carrying out the work. 


Use of an Audio Tone 
jor Pair Identification 


A DISTINCTIVELY interrupted 1000- 
cycle tone from a portable oscillator 
vas employed at the exchange for 
connection to the pairs under test. 
On pairs which were easily acces- 
sible, as at cable terminals, the tone 
was picked up by means of a head- 
gear receiver. checking — sub- 
scribers served by direct underground 
distribution, the tone was fed out at 
a higher level and picked up on the 


For 
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FIGURE ONE: General testing arrangement. 
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WORKING LINE 
SPARE PAIR 


CABLES 
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LOUDSPEAKER 





outside of the cable by means of a 
magnetic probe and amplifier. 


Speech Link 

GooD USE WAS made of a VHF 
(80 Megacycle) 5 watt radio link for 
providing the speech circuit between 
the exchange and the field party. The 
exchange “fixed” set was operated 
from the mains, and the field “mo- 
bile” set was installed in a small van 
and operated from a 12 volt accumu- 
lator. A long trailing lead was pro- 
vided at this set to enable a conver- 
sation to be carried on from a pole 
or building. 


Control Panel 

To FACILITATE operations, a port- 
able test panel was installed at the 
exchange. In addition to providing 
the normal line testing facilities, the 
circuit made it impossible for the test 
tone to be applied to a line when a 
Where 


automatic exchanges were concerned, 


conversation was in progress. 


access to working lines was obtained 
by dialing the subscriber’s number 
via the exchange test selector. In 
the case of spare lines, connection 
was made by means of test clips on 
the line side of the main distribution 
frame. Figure One shows the general 
arrangements. 


Continued On Next Page 


















AMPLIFIER 


NO TONE a ra THIS 
POINT PAIR FOUND 
a ra IN JOINT 


EXCHANGE 





| 


@ POINT WHERE TONE IS 
RECEIVED SATISFACTORILY. 


| SEARCH COIL 
~— 








FIGURE TWO: Method of tracing a lost pair. 


Point to Point Testing 
in the Field 

A CONVERSATION and testing could 
be carried out between two points in 
the field 
street distribution frame 
bution poles) by making use of a 
relay set which enabled the “fixed” 
radio at the exchange to be remotely 
controlled from the field over a cable 
pair. Also the test tone could be dis- 
tributed over a spare pair to any part 
of the cable network, from which 
point it could be extended to the lines 


(e.g., between a cabinet or 


and distri- 


under test. 


Operating Procedure 

leaving the ex- 
change turn. The 
field party (normally only one man) 


EACH MAIN CABLE 
was checked in 
visited each distribution point con- 


nected to the cable and, working in 
conjunction with the man at the ex- 
verified all the 


Any misrouted or “lost” 


change, working and 
spare pairs. 
the remainder 
of the pairs in the main cable had 
checked and then syste- 
traced outwards from the 


pairs were left until 


been were 
matically 
exchange. For this purpose, the tone 
was picked up on the outside of the 


cable 


ing points. 


at suitable manholes or joint- 
Figure 


1 “lost” pair would be traced. — 


Two show Ss how 


Conclusions 

THE CONDITIONS which made neces- 
sary such a check of the distribution 
but valuable 
experience has been gained and it has 


network were abnormal. 
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been evident that the use of radio for 
providing 
exchange and a mobile field party 
saving in 
time over the of selected 
cable pairs as speaker circuits. It 
appears that a similar check of pair 
carried out by an inde- 


can show a considerable 


normal use 


availability, 
pendent party, 
on completion of any 
cabling work as the 
records would then be assured. 
Acknowledgement is due to the En- 
gineer-in-Chief of the British Post 
Office for permitting the author to 


might be worthwhile 


large-scale 


make use of the information in this 
article—R. G. Tungate. 
Local Line Plant in England 
DUE TO A typographi- 
eal error, the American 
Wire Gauge equivalents of 
the 40-lb. and 70-lb. per 
mile conductors referred to 
in Part Three of the above 
article published in_ the 
February issue of “Tele- 
phone Engineer & Manage- 
ment” were wrongly shown, 
and should have read as fol- 
lows: — 
40-lb. per mile. 
16 A.W.G. (0.050 in dia.) 
70-lb. per mile. 
14 A.W.G. (0.066 in dia.) 
The sizes were correctly 
shown in Table Three in the 


first part of the December, 
1954 issue. 


a speech link between the 


accuracy of the 


“Tools icant 
Suttle for 
0 Jobs © 
Easier . 


eteens teeneerenc ote 


For example, here are two outstand- 
ing tools for pole line work that will 
pay for themselves many times over, 
both in labor savings and better 
construction. 


Van Webb Hydraulic Jack 


In repair work it’s ideal for straight- 
ening poles — just insert a pike 
pole in the special cup and apply 
tons of pressure. For pole pulling 
you get 15,000 pounds without 
the pulley, or 7,500 pounds with 
pulley. Yanks any pole out with 
a minimum of effort. Yet it weighs 
only 55 pounds. 


Dillon Bisector 


The patented device that quickly 
shows you exactly where to place 
an anchor to get correct guying 
for any corner, or angle, pole. 
Keep it in your vest pocket. 


Serving 
Independent Telephone Men 
Since 1910 


See Your 
SUTTLE 
Catalog 


LAW RENCEVILLE ILLINOIS 
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They should stent here. 


Ideally, all telephone outlets are included in plans 

before construction of a new house or remodelling begins. 

Then wires can be concealed in telephone conduits. 

However, all telephone companies know that putting 
additional telephones into exzsting homes also means better 
service—and better business, too. 

So, the advertising across the page tells the “‘convenience story”’ 
of additional telephones in two ways. ‘To builders 

and architects, it tells of the need for concealed telephone 
wires. To home owners and buyers, it points out that 


additional telephone services are always available. 





On warm summer days—and throughout the year—having enough 
telephones in the right places is a real convenience. And you'll 
like the way the new colored telephones fit your decorating schemes. 


new kinds of 


TELEPHONE CONVENIENCE 
for indoor-outdoor living 


Awall telephone in your kitchen. 
workshop or garage is con- 
venient, saves space as well as 
steps—and costs little extra. 


A plug-in telephone goes with the 
modern concept of gracious 
outdoor living. It’s ideal for 
terrace or patio. 


An outdoor bell signal (shown 
with cover closed) keeps you 
within earshot of the tele- 
phone while in the yard or 
garden. Can be switched on 
or off as needed. 


Bedroom telepnones are a convenience 


as well as a reassurance 


To find out about these and many other telephone services available, 
mail the coupon below or call the nearest business office of your Bell 
telephone company. Beauty note: before you build or remodel, arrange 
for concealed telephone wiring with your architect or builder. This 
brings lasting protection to the beauty of your woodwork and walls. 


BELL TELEPHONE SYSTEM 


Dept. BH-10, 195 Broadway, New York 7, N. Y. 


Please send me a free copy of the booklet on home telephone conveniences. 


Name 
Terrace and porch are idea! locations 


Address for plug-in telephones 


City State 


sunt im COmowT 


Modern, step-saving telephone conveniences are marks 
Seen by millions of thoughtful construction especially when you 
in “home” magazines install built-in conduit. Wire-free walls add to the 


salability of a home and the satisfaction of its owner. 


Include telephone conduits in the homes you build. 


Your Bell telephone company will be glad to help you work out economical conduit 


installations. For details on home telephone wiring. see Sweet's Light Construction File a 


nites ‘ , catalog 8i/Be, or just call your nearest business office. BELL TELEPHONE SYSTEM ‘Bh: 
Appears in “trade” magazines Nar 4 


read by architects and builders 
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QUESTION: — Will you please 
explain the method that must be used 
to determine the decibel input to an 
important toll circuit repeater with- 
out interrupting the service over the 
circuit? We have been receiving com- 
plaints of poor transmission and have 
tested all the factors, as far as we 
can identify them, which may be the 
contributing cause of these com- 
In our effort to safeguard 
our 


plaints. 
this toll 
company, is an important source of 
revenue the thought has intrduded 
itself that outgoing 
transmission from the connecting of- 
fice may be somewhat less than per- 
fect. 

We would like very much, in any 
event, to test it without disconnecting 
the equipment and interfering with 
material on the 


connection which, to 


possibly the 


the service. Your 
Decibel Calibration 
carefully followed but our special 
problem has not, so far as we know, 
been covered. We have a fine mult'- 
tester which is calibrated for decibel 
testing but we cannot figure out just 
how to make the test outlined and 
the manufacturer of the instrument 
that we have has not, so far, been of 
any great help. Thank you. 
ANSWER: — QUESTIONS 
ANSWERS is glad to have this inquiry. 
The interest displayed in the subject 
of the Decibel Calibration and the 
type of questions asked would seem 


has been very 


AND 


to point out to the manufacturers of 
this type of testing equipment another 
fertile field for constructive publicity, 
the operating telephone field. 

Since this inquiry states that this 
telephone company has a multitester 
with a decibel calibration the method 
that must be used will be described 
as it would be with that type of in- 
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RE AA A tao OSY is 8 
A READER ASKS—“Will you please explain the method used 
to determine the decibel input to an important toll circuit 

repeater without interrupting the service over the circuit 


strument. This is simple although it 
involves carrying the computation 
through decibels to A. C. volts and 
then, from the answer in A. C. volts 
reducing the result to the decibel 
basis for entry in the test record 
which this company is undoubtedly 
making in its survey of transmission 
conditions. 

Since the inquiry states simply 
that a repeater is involved the answer 
will be prepared on the assumption 
that the impedance looking into the 
repeater is 600 must be 
emphasized, however, that the com- 


ohms. It 


putations for determining the cor- 
rective factor set out below are, ob- 
viously not correct if a load having 
a different input impedance is in- 
volved. of the tabula- 
tion will make it clear that the results 
set out are based upon that condition 


Examination 


99 


solely. On the other hand, since the 
type of meter used by this company 
is not specified the table has been 
carried through assumed meter im- 
pedances of from a minimum of 600 
ohms to 10,000 ohms. It may be said 
in passing that decibel meters which 
have internal impedances of less than 
5,000 ohms are not to be recom- 
mended in the opinion of QUESTIONS 
nD ANSWERS, the computation for 
the corrective factor is set out below. 

It is probable that the internal 
impedance of the Decibel Calibra- 
tion in this company’s multitester is 
5.000 ohms. While this is probable 
it may not, of course, be the fact and 


should be The 


shown is applicable for other meter 


verified. tabulation 


impedances, of course, and the cor- 


rect value of meter impedance must 


Conversion Factors For Various Voltmeter Impedances To Determine the Impressed A. C. 
Voltage From Meter Readings Taken With A Normal 600-OHM Impedance Load, such 
as A Telephone Repeater, connected. The Observed A. C. Volts Are To Be Multiplied By 
The Correction Factor To Determine The Impressed A. C. Volts. 


Internal 
impedance 
of load 


Internal 
impedance 
of meter 


600 600 


1,000 


Joint 
impedance 
of meter 
and load 


300.60 
600 342.86 
600 375.00 
600 400.00 
600 420.00 
600 436.36 
600 450.00 
600 461.54 
600 471.43 
600 480.00 
487.50 
494.12 
500.00 
512.19 
521.74 
529.41 
535.71 


Correction factor 

to determine the 

impressed A. C. 
volts 


2.00 times the reading 
1.75 times the reading 
1.60 times the reading 
1.50 times the reading 
1.43 times the reading 
1.38 times the reading 
1.33 times the reading 
1.30 times the reading 
1.27 times the reading 
1.25 times the reading 
1.23 times the reading 
1.22 times the reading 
1.20 times the reading 
1.17 times the reading 
1.15 times the reading 
1.13 times the reading 
1.12 times the reading 


540.98 1.11 times the reading 


545.45 
566.03 


1.10 times the reading 
1.06 times the reading 
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ee var An over the world, business men know they can get anything and 
Ut S everything in communications and electrical equipment from ISE, 
associate of International Telephone and Telegraph Corporation. 
‘a For nearly three-quarters of a century ISE—now representing 33 [T&T 
manufacturing associates located in 19 countries, as well as many other 
electrical leading manufacturers—has been supplying the finest in electrical com- 
ponents, equipment, and systems. 
° 9 oy) Whatever your needs—friction tape or far-flung microw ave systems 
-ISE offers convenient, single-source service. This includes material 
a Lt S here supply and system installation. For extra convenience ISE’s complete 
Engineering Service is available for the survey, planning, and design 
of telecommunication projects ranging from a single radio transmitter 
to complete telephone, telegraph, and airport installations. 


fe FACTORIES IN SOUTH AMERICA: Cia Standard Elec. Argentina, S. A. Ind. y Com., 
af GF: Buenos Aires, Argentina * Standard Electrica, S. A., Rio de Janeiro and Sao Paulo, 
Las v7 Brazil ¢ Cia. Standard Electric, S. A. C., Santiago, Chile. 
thy onal S Etectrie Corporats 
<1 International Standard Electric Corporavion 


WORLD WIDE EXPORT DISTRIBUTORS 
Export Department, 50 Church St., New York 7, N. Y., U.S.A. 





Central telephone exchange Cables, wires, conduits, tadio aids to air naviga Teleprinters for automatie All equipment for television 
equipment for installations structures—equipment and tion...complete airport transmission and reception and radio broadcasting and 
of any size, automatic or supplies for every commu communications and light- of written messages. receiving ... point-to-point 
manual. nication and power need. ing systems communication, 
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ke vs. Decibels in 500 ohm and 600 ohm impedance loops. 


be used in the following procedure. 

In an illustration of the method of 
making the test requested in this in- 
quiry a meter impedance of 5,000 
ohms will be used because that is the 
commonly accepted figure for the 
Decibel calibration in multitesters. 
Should the meter impedance be some 
other than 5,000 the actual 
figure must be used in the applica- 
tion of the The 
metter is connected across the circuit 
under test with the load (a repeater 
in this inquiry) also connected and 
functioning. The instrument reading 

Decibels is carefully taken. This 
may be difficult because of the swing- 
ing of the instruemnt pointer. When 


ohms 


tabulation given. 


this is the 
the swing of the pointer should be 
determined the value 
obtaind from observation of the 
swing of the pointer should be noted 


case the middle point of 


and average 


and used. 
that the 
meter impedance is 5,000 ohms and 
that the reading is 14 plus Decibels. 
Referring to the graph which is re- 
peated for ready reference it will be 
seen that 14 plus Decibels corres- 
ponds to 3.85 volts A. C. 


Suppose, for example, 


(since this 
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is a telephone circuit problem curve 
“B” in the graph which relates to a 
600 ohm 0.001 loop, Dbm, is to 
be used). Referring to the tabulation 
of the corrective factor above it will 


be seen that with a connected load 


BRANCHES OF THE TREE 
THE HILLSBORO (Oregen) 


Argus says: “Those who argue 
for more and more government 
should get a better look at those 
countries that already have it. 
Maybe they would change their 
tune.” 

Big government has been the 
cause of wars and revolutions 
since time began. Putting all 
power in the hands of govern- 
ment and a ruling class has 
caused oppression, slavery, and 
the destruction of human rights 
and human dignity. It makes 
no difference what label govern- 
ment wears — fascism, commu- 
nism, socialism, welfare state — 
do-everything governments are 
branches of the same tree. They 
all wind up at the same place 
along the road of history. Free- 
dom dies. The individual be- 
comes a number — a hapless 
pawn of the state.—IJndustrial 
News Review 
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of 600 ohms and an internal imped- 
ance of the meter of 5,000 ohms; the 
observed A. C. Volts is to be multi- 
plied by a corrective factor of 1.12 
to determine the impressed A. C. 
Volts. 

Applying this corrective factor of 
1.12 to the observed A. C. Volts gives 
a value for the Impressed A. C. volts 
of 3.85 times 1.12 or 4.31. Now re- 
ferring again to the graph and curve 
“B” it will be seen that 4.31 A. C. 
volts corresponds to 15 Decibels. 
Now 15 Decibels on curve “B” of 
the graph, it will be remembered, is 
15 Dbm. Under the conditions set 
out for an example the circuit under 
examination is actually receiving 15 
Dbm the distant telephone 
office. 

Should the company making this 
test have available a millivoltmeter 
the test could be made without the 
first step of consulting the graph. In 
that case the observed A. C. volts 
would be determined directly and the 
computed impressed A. C. Volts 
translated at into the Dbm. 
value. If this is still not clear please 
write in again and the matter will 
in the doubtful portions. 


from 


once 


be cleared 
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Management Institute 
Held at Seattle, Wash. 


THE TELEPHONE industry in Wash- 
ington State scored what may be an- 
other “first” with a comprehensive 
Management Institute held in Seattle 
May 25 and 26. 

The two-day 
was enthusiastically received by In- 
dependent and Pacific Telephone & 
Telegraph Co. representatives alike, 
outstanding 


conference, which 


was a_ sequel to the 


“Plant Clinic” conducted during the 
fall of 1954. 


The program specifically stressed 


the importance of the latest develop- 
ment in merchandising telephone ser- 
vice: the fundamentals of good busi- 
ness practices, service orders, cus- 
tomer service records, system of ac- 
counts, billing, and a 
sound public relations plan. 

The many ways of creating more 
revenue through the sale of addi- 


collecting; 


tional subscriber services were skill- 
fully demonstrated by Mrs. Eloise 
Grant and Miss Lois Long, business 
office supervisors of the Pacific com- 
pany. Their performance demonstrat- 
ed techniques for increasing the num- 
ber of extensions either on or off the 
premises, colored telephone instru- 


> ee ae 


REGISTERING AT Seattle, Wash. “Management Institute” are (I. to r.): Mr. and Mrs. A. R. 

GATELY, Orting Telephone Co., ADA MURPHY, Washington Independent Telephone Association. 

In background at left — ARTHUR GARRETT, Community Utilities, Inc. and V. M. JOHNSON, 
Pacific Telephone & Telegraph Co. 


ments, the upgrading of service, pri- 
vate lines, additional directory and 
joint user listings. 

The values inherent in good busi- 
ness office practices and standards of 
good service were reviewed by W. 


J. Billings, division commercial man- 
ager of the Pacific company. He 
outlined in some detail the observa- 
tion methods used in actual subscrib- 
er interviews and the use of such data. 

Mr. Billings also covered the ad- 


Conferees attending the Seattle, Wash. “Management Institute” take time out for nourishment. 
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4-wheel drive does another 


LINE SERVICE E 


No matter how rough the going 
—when you need to get men 
and equipment to the line in a 
hurry, you can count on the 
‘Jeep’ Truck. The extra traction 
of its 4-wheel drive takes it off 
the road to follow telephone 
lines, regardless of terrain or 
weather conditions, and it car- 
ries the equipment needed for 
emergencies resulting from 
storm or other causes. See your 
nearest Willys dealer or write 
for information. 


4-WHEEL-DRIVE all 


* a 
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TRUCK 
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A member of the ‘Jeep’ family... world’s largest-selling 4-wheel drive vehicles 
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WILLYS MOTORS, INC., TOLEDO |, OHIO 


10 MODELS 


There’s an insulator for every 
telephone requirement in the 
complete Armstrong Line. And 
every insulator measures up to 
the same high quality standards. 
For details, write Armstrong 
Cork Company, Glass and Clo- 
sure Division, 295 Fifth Ave., 
New York 16, N. Y. 


(Armstrong GLASS INSULATORS 


for communications . . . for power 





YOUR JULY, 1955 





TELEPHONE ENGINEER 





job better ! 






| vantages to be gained from thorough 

| subscriber background information 

| which assists in proper credit classi- 
fication. 

Another highlight of the conference 
was the subject of proper accounting 
methods and the many benefits to be 
realized from maintaining accurate 
accounting records as prescribed by 
the regulatory agencies. Don Child- 
ers, commercial manager of the Ore- 
gon-Washington Telephone Co., led 
this forum. 

He stressed the need of accurate 
information when increased rates are 
necessary or at such time as the prop- 
erty be for sale. He further 
pointed out the savings in time, par- 

by the Commission. staff, 


may 


ticularly 
when they realize that the records are 
accurately kept and that costs are 
properly recorded. 

The many questions which were 
forthcoming evidenced the interest 
which the representatives of the in- 
dustry had in this phase of the op- 
eration. 

Subscriber understanding of the 
telephone industry, its policies and 
its operations has a great deal to do 
with how well customers feel we are 
doing our job. The methods and 
procedures which can be used to de- 
velop better customer understanding 
were fully discussed by J. R. Gib- 
bons, customer relations supervisor, 
the Pacific company. 

Surveys provide important data 
from which better service may be of- 
fered to the subscribers and through 
this service an enlargement of their 
use results in a greater number of 


satisfied subscribers as well as in- 
creased telephone revenues. 
Mr. Gibbons stated that many 


times the information from the sur- 
vey definitely points up trends which 
make it possible for the industry to 
anticipate the subscriber's desires. 

Mr. Gibbons advised that there are 
many ways of improving subscriber 
attitudes, some of which could be ac- 
complished through planned _ inter- 
views, central office visits, family 
nights, film showings, exhibits and 
displays and community activities. 

In view of the many dial conver- 
sions and the gradual loss of personal 
contact with the subscriber, it is high- 
ly important that representatives of 
the industry take part in more com- 
munity activities. In this way con- 
tact can be maintained with the sub- 
scriber and the identity of the tele- 
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phone company retained although the 
girl with “the voice with a smile” has 
left the community. 

Increased telephone rates are based 
upon many factors which were out- 
lined and described by Andrew J. 
Zimmerman, 
Washington Independent Telephone 


executive director, 
Association, in his discussion of the 
fundamentals of rate increases. 

Mr. Zimmerman was formerly Di- 
Utilities of Wash- 


ington and to meet an emergency, 


rector of Public 


held continuous hearings on the ap- 
plication of 39 Independent telephone 
companies for rate increases. This 
is believed to be the only time in 
regulatory history that such a_pro- 
gram has been undertaken. 


He stressed the importance of ac- | 


curate accounting records to segre- | 


gate operating expenses from items of 
plant which should be capitalized. 
Every particularly — the 
smaller Independents, should review 


company, 


their depreciation practices as many 
unintentionally are not being com- 
pensated for the utility plant that is 
being consumed in furnishing public 
service. 

He further pointed out that every 
company should make sure that its 
investment in telephone plant in ser- 
vice, telephone plant under construc- 


tion and telephone plant held for | 


future use, together with adequate 
working capital, should be accurately 
reflected in the rate base so that all 
capital funds may be considered and 
provision made for adequate compen- 
sation in the rates for telephone ser- 
vice. In his opinion, utilities that 
are financially anemic are worse than 
no utilities at all as they are serious 
problems for management, for the 
regulatory body and the public. 

In all, 63 representatives attended 


the of 


whom were from the engineering and 


two-day conference, three 
accounting sections of the Washing- 
ton Public Service Commission. 
The “Institute” originated through 
the efforts of Andrew J. Zimmerman. 
director of the Washington Indepen- 
dent Telephone Association, and 
Michael J. Murphy, general commer- 
cial Agent, Pacific Telephone & Tele- 
graph Co., Seattle, Wash. it is an- 
other step in the many joint under- 
takings of the statewide industry. It 
makes it possible for each company 
to share in the experience of all 


is 


those represented as solutions are 
found for problems. The collective 
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4-wheel drive does another 


job better ! 


You can save the cost of an auxiliary engine and the time lost 


MOBILE 
POWER 


in loading or towing it by putting a 4-wheel-drive Universal 
‘Jeep’ on the job. With power take-off, the ‘Jeep’ operates air 
compressors for pneumatic tools as shown above, electric 


power generators and other belt-driven equipment. See your 


nearest Willys dealer or write for information. 


4-WHEEL-DRIVE 
UNIVERSAL 


jeep 


A member of the ‘Jeep’ family... world’s largest-selling 4-wheel-drive vehicles 





How to write a clear, 


logical technical 


ees 


paper 








Step by step this authori- 
tative book tells you how 
to select the type of report 
you should use, how to 
choose the most suitable 
forms and style, how to 
organize the material, and 
how to use figures, tables, 
and annotations—in short, 
make the report that is 
clear and understandable 
and wins acceptance for 


WRITING THE 
TECHNICAL REPORT 


by J. RALEIGH NELSON 


University of Michigan 
College of Engineering 


Third Edition, 356 pages, 5’2 x 812, 238 
illustration, $4.50 


This practical guidebook takes up scores of 
specific points in the design and composition 
of the report and gives you exact directions 
for the setup of both long- and short-form re- 
ports, with numerous examples to guide you. 
In addition, the book outlines a system for 
the critical examination of the report to help 
you make sure it will meet the requirements 
of those who will read and use it. 


Telephone Engineer Publishing Corp. 


7720 Sheridan Road Chicago 26, Illinois 
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MODERN PHYSICS 
for the 
ENGINEER 


Edited by Louis N. 
Ridenour, Vice-Presi- 
dent, International Tel- 
emeter Corp.; Visiting 
Professor of Engineer- 
ing, University of Cali- 
fornia, Los Angeles 

490 pages, 6 x 9, 

211 illustrations. 

$7.50 
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JUST OUT! 
In this book, 
eminent scientists explore 


Nnincicen 


with you advances in basic physical sci- 
ences on which tomorrow’s engineering is 
being built. Written for engineers espec- 
ially, the book shows significant develop- 
ments and achievements in various sci- 
ences out of which new engineering appli- 
cations will grow. 
The book looks at the in- 
terior of an atom and the 
forces holding it together . . . at the world 
we live in, and the world we cannot see 
| beneath the oceans and the crust of the 
earth. The outlines of sciences that study 
the smallest atomic particles and those 
that examine the vastness of galaxies are 
presented by men well known in their 
fields. 


| 


Telephone Engineer Publishing Corp. 


7720 Sheridan Road, 
CHICAGO 26, ILLINOIS 
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AUTOMATIC’'S TYPE 56 
HIGH VOLTAGE 
POLE ARRESTER. 


20,000 
volts is 


HOT! 


—yet Type 56 
stops it cold 


Crash! A power line. loosened 
by high wind, falls and puts 
20,000 volts at 210 amperes on 


Melted 


burned out 


your telephone lines. 
line wires, and 
equipment are the immediate 
hazards. But they needn’t be! 
A Type 56 Arrester grounds the 
line, instantly reduces the im- 
pressed charge to as low as 
(assuming a good 
Then, 


charge is removed, Type 56's 


50 volts 
eround). when — the 
bi-metallic plate resets the car- 
bons. No unnecessary burning 
of carbons, no frequent replace- 
ment. Type 56 protects two cir- 
cuits is weatherproof, fully 
tested. 
supply today! 


dependable. Order a 


Address: Automatic Electric 
Sales Corporation, 1033 W. Van 
Buren St., Chicago 7. Or call 
HAymarket 1-4300. 


Cat. No. 
SB-97 


Dimensions 


7%" high x 
358’ deep x 


V2" wide 


Shipping Wt. 
2'4 Ibs. 


action makes for forward progress as 
a unit to bring better telephone ser- 
vice to the public of the area. 


Illinois Association Holds 
Golden Jubilee Convention 
@ Peoria, Itt. . . . Approximately 
535 Independents made Peoria’s Ho- 
tel Pere Marquette their headquarters 
as the Illinois Telephone Association 
held its Golden Jubilee Convention. 
The two-day meeting of one of the 
nation’s largest Independent _ tele- 
phone associations vividly illustrated 
the progress made by the [Illinois 
group since it was organized in an 
Eastern Peoria streetcar barn in 
April, 1905. 

Elected as the organization’s 24th 
president, M. A. Kugler. president of 
the Okaw Commercial Telephone Co., 


ILLINOIS SPEAKERS (I. to r.): — W. V. KAH- 
LER, pres. of Illinois Bell Telephone Co., Chi- 
cago; RAY J. ALTER, Intra-State Telephone 
Co., Galesburg; and Honorable GEORGE R. 
PERRINE, Chairman Illinois Commerce Com- 
mission, Springfield. 
Okawville, was named to succeed Ray 
J. Alter of the Intra State Telephone 
Co.. Galesburg. 

W. R. McGrew, state manager of 
the Middle States Telephone Co. of 
Ill.. Park Ridge, succeeded Gordon 
Aller of the Illinois Bell Telephone 
Co., Chicago, as vice president. J. 
G. Hardy, Springfield, secretary of 
the Illinois association, J. G. Boyn- 
ton, Springfield, general counsel, and 
treasurer R. B. Still, Bloomington, 
were reelected. 

Directors re-elected for 3 
terms are: A. T. Renn, general Com- 
mercial Agent, Illinois Bell Telephone 
Co., Chicago; Burton W. Saunders, 
president, General Telephone Co. of 
Ill.. Springfield; R. C. Ross, vice 
president & general manager, Illinois 
Central Telephone Co., Clinton; Mr. 


Still; Mr. McGrew; and R. A. Lump- 


year 


kin, president Illinois Consolidated 
Telephone Co., Mattoon. 
One of the highlights of the Illi- 
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ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
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nois Golden Jubilee meeting was the 
presentation of Honorary Member- 
ship Certificates to veteran Indepen- 
dents with 50 or more years in tele- 
phone industry service. Honored 
were: 

Dr. J. G. Schwarz, president, Jer- 
seyville (Ill.) Telephone Co. Dr. 
Schwarz entered telephone service in 
November, 1896. 

Charles H. Bookman, plant super- 
intendent, Northwestern Telephone 
Co., Freeport. Mr. Bookman’s ser- 
vice record dates back to 1897. 

J. I. Kennedy, member board of 
directors, Northwestern Telephone 
Co., Freeport. Mr. Kennedy’s tele- 
phone career began on September 1, 
1899. 

W. C. Drysdale, president, Eastern 
Illinois Telephone Co., Rantoul. Mr. 
Drysdale entered telephone service 
April, 1901. 

Thomas H. Allen, plant superinten- 
dent, DeKalb-Ogle Telephone Co., 
Sycamore. Mr. Allen entered tele- 
phone service with Inter State Tele- 
phone Co., May, 1902. 

W. O. Randall, district manager, 
Illinois Telephone Co., Jacksonville. 
Mr. Randall’s telephone service start- 
ed in 1902. 

R. B. Still, chairman of board, Illi- 
nois Telephone Co., Bloomington. Mr. 
Stil’s telephone career started in 
January, 1904, when he organized 
the Texas Telegraph & Telephone Co. 

Speakers at the two-day meeting 
were: Illinois Association President 
Ray Alter; Secretary J. G. Hardy; 
Dr. Cylvia A. Sorkin, management 
consultant, St. Louis. Mo.; Honorable 
George R. Perrine, chairman of the 
Illinois Commerce Commission. 
Springfield; William V. Kahler, pres- 
ident, Illinois Bell Telephone Co., 
Chicago; Ruth E. Richards, methods 
supervisor, General Telephone Co. of 
Ill.. Springfield: and Honorable Ev- 
erett McKinley Dirksen, U. S. Sena- 
tor (Ill.). 


K. B. Schotte Heads 
Pennsylvania Association 


@ Pocono Manor, Pa... . Some- 
time during the first half of “55 Penn- 
sylvania Independents installed their 
600.000th telephone. This ‘bright 
spot was pointed out by A. C. Her- 
bert, executive vice president of the 
Pennsylvania Independent Telephone 
Association, as he addressed the or- 
sanization s 53rd Annual convention. 
Independents attending the two- 
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ILLINOIS CONVENTION GROUP: — Lower (I. to r.) R. B. STILL, Bloomington; W. R. McGREW, 

Park Ridge; HARRY H. BATES, Dixon. 2nd row: — W. C. DRYSDALE, Rantoul; DANIEL SCHAE- 

FER, Sycamore; LEON F. ROBERTS, Washington, D. C.; RAY J. ALTER, Galesburg; R. A. LUMPKIN, 

Mattoon; J. I. KENNEDY, Freeport; C. F. MELICK, Eureka; RUSSELL LOGUE, Casey; A. T. RENN, 

Chicago. Top: — H. A. JOSLYN, Sycamore; J. G. HARDY, Springfield; GEORGE R. PERRINE, 

Springfield; BEN B. BOYNTON, Springfield; GORDON ALLER, Chicago; M. A. KUGLER, Okaw- 
ville; R. C. ROSS, Clinton; DONALDSON COOMBES, St. Louis; C. E. FREY, Troy. 




















MEMBERS OF THIS ILLINOIS GROUP are (I. to r.): — R. B. STILL, Bloomington; DR. J. G. 
SCHWARZ, Jerseyville; RAY J. ALTER, Galesburg; and DONALDSON COOMBES, St. Louis. Mo. 





























ILLINOIS CONVENTIONERS (I. to r.): — E. CARL ALLEN, Rantoul; M. A. KUGLER, Okawville; 
H. A. DOUGLAS, Chicago; DON ANDERSON, Geneseo; W. C. DRYSDALE, Rantoul. 






» 


day meeting at Pocono Manor could construction; and (3) a station in- 
point with pride to the 600,000th tele- — stallation record for °55 that. if con- 






yhone and to many other accomplish- inued. wi ine ennsylvania Inde- 
pl 1t y otk plist t | ll find P yl Ind 





ments: (1) Continuing dial develop- pendents serving 40,000 more tele- 
ment with 75 percent dial telephones phones than they operated at the be- 






and only 7 percent magneto; (2) a ginning of the year. 
$20,000,000 program for new plant kK. B. Schotte, general manager of 
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Why be satisfied with less when 
literally thousands of Model 20I- 
U76 Service Bodies are providing 
fast and economical service in the 
Public Utility industry daily. 


Designed to meet your particular 
needs—to carry all necessary 
materials and tools accessibly—to 
provide many years of dollar-sav- 
ing, everyday service. Why not 
have Model 201IU76 working 
for you? 








YORK-HOOVER’S 


Model 201076 "Proven" Service Body 


Right side view 
showing con- 
venient material 
and tool com- 
partments. 





Latest type lad- 
der bracket, 
adjustable parti- 
tioned drawers. 


Left side view 
showing readily 
accessible extra 
tire compartment. 


YORK-HOOVER MODEL 201U76 SERVICE BODIES ARE 








EASY TO OBTAIN REGARDLESS OF YOUR LOCATION 


YORK-HOOVER 


PUBLIC UTILITY BODIES 





YORK-HOOVER CORPORATION 


GET THE FACTS! Write 
for Bulletin 930 today. 
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BODY DIVISION 
YORK, PENNSYLVANIA 
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the Kittanning Telephone Co.. was 
elected 1955-56 president of the as- 


sociation. 

Other officers elected are. \ ice 
Presidents; Henry Y. Smith, general 
manager, Columbia (Pa.) Tel. Co.., 
and Ralph B. Scott, president. South 
Penn Tel. Co., Waynesburg: Albert 
C. Herbert, Harrisburg, executive 
vice president; George B. Rudy, Jr.. 
president, York (Pa.) Telephone & 
Telegraph Co., treasurer; and M. 
Ethel Cunningham, Harrisburg, sec- 
retary. 

Directors of the associations East- 
ern District are: C. E. Eaby, presi- 
dent, Denver & Ephrata Telephone & 
Telegraph Co.: G. B. Rudy. Jr.. pres- 
ident, York Telephone & Telegraph 
Co.: W. M. Gottschall, general man- 
ager, Carbon Telephone Co., Lans- 
ford: H. Y. Smith, general manager, 
Columbia Telephone Co., Columbia; 
A. J. Sordoni, Jr., president, Com- 
monwealth Telephone Co., Dallas; J. 
Kk. Stoltzfus. president, Conestoga 
Telephone & Telegraph Co., Birds- 
boro; and L. R. Thurston, president. 
United Telephone Co., of Pa.. Harris- 
burg. 

Western District directors are: A. 
M. Gibson, president, Home Tel. Co. 
of Sheffield: Zeno F. Henninger. 
president, Peoples Telephone Corp.. 
Butler; H. G. Payne, president, Mur- 
raysville Telephone Co., Export: K. 
B. Schotte, general manager, Kittan- 
ning Telephone Co., Kittanning, Pa.: 
R. B. Scott. president, South Penn 
Telephone Co., Waynesburg, Pa.: A. 
N. Seward, vice president, Jamestown 
Telephone Corp., Jamestown: and, 
L. F. Shepherd, president, General 


Tele yhone on of Pa., rie. 
| 


Keith W. Vogt Addresses 

North Dakota Association 
@ arco, N. D. .. . North Dakota 
Telephone Association members meet- 
ing in Fargo recently, were reminded 
that hard work and much planning 
are necessary if telephone companies 
are going to have greater sales, better 

service and continued solvency. 
Keith W. Vogt, secretary-treasurer 
of the Minnesota Telephone Associa- 
tion, St. Paul, said: “Sales, service 
and solvency ZO together in your 
business and in mine, but to go to- 
gether means foresight in manage- 
ment. It means effective manage- 
ment within itself. There is no mir- 
acle or short-cut to create the combi- 
nation without someone working 
Please Turn To Page 76 
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For ALL your Wire 


and Cable Needs 


TELEPRENE © 
NEOPRENE JACKETED DROP WIRE 





The famous Whitney Blake wire that set a 
new high for service life. Available in twisted 
pair, parallel and twin constructions, with 
bronze or Copperweld conductors. 


DISTRIBUTION WIRE 





Each individual conductor has No. 19 AWG 
soft copper conductors, polyethylene insula- 
tion and polyvinyl chloride jacket, com- 
pletely color coded. Paired conductors are 
twisted around polyethylene-covered, high 
strength steel core. Excellent electrical quali- 
ties — easy to install — no cross arms 
needed. These wires offer the most economi- 
cal temporary method of extending service 
in growing areas. 


TELECABLE 
EXCHANGE AREA CABLE 





The Preferred Cable of the 
Independent Telephone Industry 


For aerial and duct use. In all required sizes 
including 202 pair. Polyethylene insulation 
and polyethylene sheath. Gives long, trou- 
ble-free service. Excellent transmission quali- 
ties. Cable will operate even if sheath be- 
comes damaged. 


A FULL LINE OF CAREFULLY ENGINEERED AND 
MANUFACTURED WIRES AND CABLES IS AVAIL- 
ABLE FOR YOUR NEEDS. 


<a> 
y 
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TELECABLE 


INSIDE WIRING CABLE 


For easy installation.. 
long, dependable service.. 
even under high 

humidity conditions 


6, 11,12, 16, 21, 26, 32, 51 and 76 pair in No. 24 A.W.G. 


6, 11, 12, 16, 26, 32 and 51 pair in No. 22 A.W.G. 


The best cable available for wiring key equipment and for 
use in ducts. This cable has semi-rigid Plastite® insulation 
for greater compression resistance, reduced cold flow when 
cable is bent sharply. It is designed for easy pulling. 


TELECABLE Inside Wiring Cable is completely color-coded 
for quick, easy identification. It is light weight, flame re- 
tardant, water resistant, unaffected by humidity. 


Furnished with either brown or ivory Plastite jacket to 
blend with interiors when it is necessary for cable to be 
exposed. Provides a neat, inconspicuous installation. Avail- 
able for immediate delivery — Order from Distributors 
of Whitney Blake Products. 


Since 1899 


Built 


Wires 
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COMPANY 


14, CONNECTICUT 
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ALLEN KANDER 


Vhegotiator 


FOR THE PURCHASE, SALE AND 







FINANCING OF INDEPENDENT 
TELEPHONE COMPANIES 








1701 K St.N.W. ¢ Washington 6, D.C. « NA 8-3233 
Lincoln Building ©¢ New York 17,N.Y. © MU 7-4242 


Waltower Bldg. ¢ Kansas City 6,Mo. ¢« BA — 6730 
Suite 108 















Wherever you are 
the job i¢ easily done with 


atolight Platt 














Jacks . . props .. shores . . 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


kc, ROLL-A-REEL 



















Simple, strong, eas- 


| ae f 
for your reels to WORK ° . CUTS Costs! 













f save time and labor. Construction or maintenance is 

J ~~ —P 2 made simpler, faster and cheaper 

4S pe: Adjustable slots for with a New Katolight Portable 
: . . Power Plant. Operates saws, /-— 

wide variety of reel drills, hammers, soldering irons 

. and other portable electrical 

2 sizes. tools and equipment. New biower 

attachment available or man- 

Style A: 2,000 Ibs. cap. 37.50 hole ventilation or heating. 







Style B: 4,000 Ibs. cap. 75.00 Gasoline models from 350 Watt 
98 P to 50 K.W. DC models 500 Watt 
f.o.b. Cincinnati through 15 K.W. in standard 
voltages for continuous or stand- 
by service. Also Multi-Frequency 
WRITE TODAY FOR DETAILS Hinging Power eenloment. 








ROLL-A-REEL | pare (Nz 


1180 SYCAMORE AT CENTRAL PARKWAY RATION 
CINCINNATI 2, OHIO atolight coro 
Box 891-18 Mankato, Minnesota 
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hard and planning long to make them 
exist.” 

About service, Vogt said, “In the 
telephone business we have only one 
thing to sell. That one thing is ser- 
vice.” 

Solvency of the telephone business 
was made possible, he said, when 
many persons were convinced the in- 
dustry was a safe and secure place 
to invest their money with a fair re- 
turn for the use of their money. 

Vogt addressed about 150 North 
Dakota telephone company officials 
at the Gardner Hotel, as the two-day 
convention opened. About 90 per 
cent of the telephones in the state 
are served by member companies. 

Other speakers included H. W. 
Augustadt, military systems engineer 
for the Bell Telephone Laboratories 
at Whipany, N. Y.; William Sebens 
of Fargo, field representative of the 
Greater North Dakota Assn., who 
showed movies on the state, and EF. 
W. Benser, Fargo, general manager 
of Northwestern Bell Telephone Co.. 
who welcomed the conventioners. 


FCC Proposes Change 
In Accounting System 


THE AMERICAN Telephone & Tele- 
graph Co.-US Independent Telephone 
Association request for an amend- 
ment of the FCC’s uniform system of 
accounting rules to provide that con- 
tributions to and membership fees 
and dues in organizations engaged 
in activities beneficial to the com- 
munity should be chargeable to op- 
erating expenses rather than, as at 
present, to miscellaneous income 
charges, was offered by the FCC last 
month as one of several alternatives 
in a proposed rulemaking dealing 
with the subject. 

Other suggested ways of amending 
the accounting rules put forth by the 
Commission included one that the 
contributions and membership fees 
be placed in a new, separate account 
which would accomplish the same 
purpose as the amendment suggested 
by the telephone industry but would 
provide for an easier analysis of the 
account; and another that would in- 
volve an entry in the operating taxes 
account. 

In their filings, AT&T and 
U.S.1.T.A. had pointed out that pres- 
ent public opinion is such that the 
contributions and membership fees 
involved are virtually mandatory. 
Comments are due Aug. Il. 
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TELEPHONE DIRECTORY 


FEBRUARY 1955 


UNITED TELEPHONE COMPANY 


SCOTTSBLUFF 
, GERING 
BAYARD LYMAN 
MINATARE MITCHELL «= MORRILL 
NEBRASKA 


one 
TEES ETE EE gg 

REFER TO THE % a 4 

YELLOW PAGES \ ivy 


\ Appa 
saidiotea A ween 10 we Be eer 
SO 


FOR EMERGENCY CALLS AND OTHER IMPORTANT 
INFORMATION SEE PAGES 1 TO 3 


A directory for 
the United Telephone Company of the West 


printed by 


R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 


Do you know these facts about 


LEXIDUCT? 


y 


It's the new rubber floor duct that solves over- 
floor wiring problems quickly and effectively, with ade- 
quate protection from sweepers, mops and equipment 
on casters. Installation is easy and permanent. You 
just fasten Flexiduct in place with its own special ce- 
ment. There's no drilling or necessity to use screws 
and fasteners. Flexiducts’ flexibility allows it to adhere 
evenly and securely to all types of floor surfaces and 
it is adaptable for installations ranging from 2 con- 
ductors to 25 pair switchboard cables. Write for com- 
plete information regarding Flexiduct and your wiring 
problem today. 


Export Agents} !he Ericsson Corporation 
100 Park Ave. New York 17, N.Y. 


For further information, write for circular 154-A. 


BUCKEYE TELEPHONE & SUPPLY COMPANY 


1250 KINNEAR ROAD WHUdson 8-0655 COLUMBUS, OHIO 


ANSWER: “YES” .. . and future poles will 
last even longer. During the past 28 years, 
Taylor-Colquitt’s research has added many 
years te the life and usefulness of poles. And 
this research will go on . . . to make poles that 
are lighter, stronger, more economical and 
more quickly available. 


“Make the finest poles” ... the long estab- 
lished policy of Taylor-Colquitt Company .. . 
plus our emphasis on research means increas- 
ingly better products . . . increasingly greater 
values for the Telephone Companies that spec- 
ify Taylor-Colquitt Poles. 


Distributed by . . . AUTOMATIC ELECTRIC SALES 
CORPORATION AND LEICH SALES CORPORATION 


. TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 
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construction 
and 
maintenance 


DIGEST 


Published every month to help you get the 


most out of your materials and supplies dollar 


by C. J. Reynolds, Stromberg-Carlson 


The few dollars you spend on reliable equipment 


Real cool sitting 


9 


Good cable “adds up’ 






Die-hard battery 





Money-go-round 





New small insulator 









today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


Cane-seat chair keeps 
operators cool, comfortable 


Making the operator as comfort- 
able as possible may not strike you 
as a “maintenance” problem — yet 
your service is much smoother when 
the girls are cool and relaxed. 

This operator's 
chair has a cane 
seat, which is 
much cooler, 
cleaner and more 
comfortable than 
other types. It re- 
tains all the pos- 
ture advantages 
for which Sturgis 
is famed. It is 
called the Sturgis 
SC-240. 

The posture-curved, well-cush- 
ioned backrest is covered in genu- 
ine leather. 

The exclusive Sturgis “Follow- 
Flex” feature automatically adjusts 
to the operator’s every movement, 
supports her restfully all the time, 
discourages fatigue, keeps her at 
top efficiency. 

Other new and welcome features 
include a plastic-coated steel foot 
ring which retains its color, and a 





handy purse holder, available on 
request. Six seat heights, all adjust- 


able. 


Copper Wire + Paper Insulating 
Tape + Lead-Antimony Sheath -- 
Accuracy in every detail adds up 
to—Kennecott Telephone Cable 





Accuracy in every manufacturing 
process is the reason Kennecott 
Telephone Cable is of high quality. 
Careful manufacture—attention to 
the minutest details—result in de- 
pendable, long-lasting cable per- 
formance. 

Your Stromberg-Carlson repre- 
sentative can offer prompt delivery 
on your order. 



















Protect yourself 
from battery failures 

You can use Exide Manchex Bat 
teries for central office and privat 
branch exchange equipment, anc 
be sure you'll get a supply of powe 
when you need it. These batterie 
have been proven daily in ex 
changes of every size, and for 6 
years Exide Batteries have bee 
serving the telephone industry. 

The manchester positive plat: 
with its exclusive button-type con 


struction provides exceptional! 

























Pees. 


Old age, even high discharge rates 
have little effect on this battery. 


long life. Latest developments on 
molded glass jars permit compact 
space-saving installation. 

Heavy terminal posts with cop- 
per inserts provide extra conduc- 
tivity for sustained voltage at high 
discharge rates. Microporous rub- 
ber along with slotted plastic sepa- 
rators, are impervious to chemical 


and electrical reactions. Plastic 


spacers assure plate alignment. 


The money goes ‘round and ‘round 


Yes—when the magnetic tape in- 
side this XY® toll ticketing trunk 
recorder goes around inside the 
glass, it's making money for the 
exchange using it! 


r 





Completely accurate and com 
pletely unattended, the records 

















pact 


COp- 
iduc- 

high 

rub- 
sepa- 
nical 
lastic 
it. 


ound 


ye in- 
Hunk 


_ the 
r the 


com 


corde 


istens in” on toll calls and picks 
» all the facts. Later, at a pre- 
‘termined time and still without 
iman attendance, it feeds its in- 
rmation into a playback which, 
turn, activates printing equip- 
ent to produce either tickets or 
inched cards. 
If you have toll problems in your 
future, investigate XY toll record- 
ing right away. 


Smaller, lighter insulator 
for point transposition 

Here’s the answer to your de- 
mand for a small, light insulator 
for point transposition. 

Weighing almost 25% less than 
its predecessor, the Hemingray 
Number 56 insulator has several 
important advantages. It’s grooved 
just right to hold wire firmly. It’s 
small and easy to install. Requires 
no special hardware, and goes on 
standard pins. 


Youll get years of reliable serv- 


ice from each Hemingray insula- 
tor, because they are unaffected by 
sudden or seasonal temperature 
changes, do not age or deteriorate. 
All surfaces are, of course, impervi- 
ous to moisture. 

For faster line work on rural 
lines, this one-piece insulator can 
save you installation time, and 
maintenance costs. It’s backed by 
the vast experience of its manufac- 
turers, who have made Hemingray 
insulators the “World standard 

ce 1870.” 


istributed by 


‘ > | R 
Stromberg-Carlson 
Factory, General Offices: 
ROCHESTER 3, NEW YORK 
Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8; Rochester 3, 
San Francisco 3. Mfg. Branch, Dallas 


Cook Electric Appoints 
Strehl Sales Manager 

Cook ELectric Company. Chica- 
eo, Il., has appointed William (Bill) 
C. Strehl as sales manager. accord- 
ing to W. C. Hasselhorn, president. 
Mr. Strehl will 
contact operating 
companies and dis- 
tributors through- 
United 
States and Canada. 


out the 


He will supervise 
also the export ac- 
tivities. Mr. Strehl 
has had 25 years experience in the 


“BILL’ STREHL 


telephone industry and was formerly 
sales manager of Suttle Equipment 
Co.. Lawrenceville. Ill. 


General Cable To Buy 
General Insulated Wire 


GENERAL CABLE Corp.. manufac- 
turer of electrical and communica- 
tions wire and cable. has entered into 
a contract for the acquisition of Gen- 
eral Insulated Wire Works. Ine.. 
Providence. Rhode Island. according 
to an announcement by I. T. Bennett. 
chairman of the board and J. R. Mac- 
Donald, president of General Cable 
Corp. 

With the acquisition of this addi- 
tional plant. General Cable adds a 
new line of products to include rub- 
ber, neoprene and plastic power sup- 





|. T. BENNETT J. R. McecJONALD 


ply cords with molded-on rubber or 
plastic attachment plugs and devices. 
electrical cord sets, bulk lamp cords 
and portable power cords. These are 
used extensively in the appliance, bus- 
iness machine, portable machine tool. 
electrical apparatus and equipment 
industries. 

“These new products will contri- 
bute greatly to General Cable's con- 
tinuing program of broadening the 
scope of services to all branches of 
the growing electrical industry.” Mr. 
MacDonald said. “In addition. this 
new property will substantially in- 
crease our capacity for producing the 
already broad line of telephone and 


communication wires. These prod- 


ucts are in heavy demand by both 
independent telephone companies and 
the Bell telephone system.” Com- 
munication wires for the telephone 
industry include a complete range of 
inside and outside telephone wire in 
addition to telephone headset cords. 
C. J. Craig. pres- 
ident of General 
Insulated Wire 
Works. will be ap- 
pointed a vice 
president of Gen- 
eral Cable. with 
principal responsi- 
bility for the Prov- C. J. CRAIG 
idence operation. The —newly-ac- 
quired plant occupies approximately 
100.000 square feet and employs 
about 300 people. The plant has 
a weekly capacity of several mil- 
lion feel each of single conductor 
rubber jacketed and braided types of 
wire and an equivalent amount of 
plastic single conductor feet. 
General Cable now operates six 
plants, located in Bayonne and Perth 
Amboy, New Jersey: Rome. New 
York: St. Louis. Missouri: Los An- 


geles and Emeryville. California. 


| T & T Reports On 
First Quarter Results 


CONSOLIDATED net income of In- 
ternational Telephone & Telegraph 
Corp. and its subsidiaries for the 
first quarter of 1955 amounted to 
$5.253.846. or ¢ 

8 


compared with $1. 


73 cents per share. 
59.103. or 68 
cents per share. for the same period 
of 1951. In the statement of con- 
solidated income for the three months 
ended March 21. 1955. the accounts 
of the German subsidiaries have been 
included for the first time since 
March 31, 1939, 

Net income of the parent company 
for the first’ quarter amounted to 
$2.519.613, or 35 cents per share. 
which compares with $2,323,343, or 
32 cents per share, for the same pe- 
riod of 1954. 


Holan Names Hull 
to Sales Manager Post 


Ronatp E. HULL has been appoint- 
ed sales manager of J. H. Holan 
Corp., Cleveland, Ohio. Mr. Hull 
comes to Holan from Highway Trail- 
er Co., Edgerton, Wisc.. where he 
was sales manager. He was at High- 
way .10 years, and, prior to that, was 
affiliated with General Motors Corp. 


a9 





Merger of Stromberg-Carlson 
Into Gen. Dynamics Approved 


THE MERGER of Stromberg-Carlson 
Co., Rochester, N. Y., into General 
Dynamics Corp. was approved by 
share owners of both firms on June 
28. Directors of both companies had 
approved the merger proposal on 
April 25. 

Announcement of the merger was 
made by John Jay Hopkins, chairman 
of the board and president of General 
Dynamics, following the vote of Gen- 
eral Dynamics share owners in Dover, 
Delaware, and a meeting of Strom- 
berg-Carlson share owners in Roches- 
ter, N. Y. Under the terms of the 
merger agreement, holders of Strom- 
berg-Carlson common will receive one 
share of General Dynamics common 
for each share of the Stromberg-Carl- 
son they now own. The outstanding 
preferred stock of Stromberg-Carlson 
was redeemed on May 27. 

Hopkins said that the telephone. 
electronics, radio and television firm 
in Rochester will operate as Strom- 
berg-Carlson, a Division of General 
Dynamics Corp., and will retain its 
individual identity and organizational 
structure. Robert C. Tait, president 
oi Stromberg-Carlson, will continue 
as head of the operation and will be- 
come a senior vice president of Gen- 
eral Dynamics. “No changes in the 
management of either General Dyna- 
mics or of Stromberg-Carison are 
contemplated,” Hopkins added. 

Consolidated net sales of Geaeral 
Dynamics in 1954 were $615.641.24! 
and net income was $20,795,472. Per 
share earnings computed on the basis 
of the number of shares of common 
stock outstanding at the end of the 
year and adjusted to give effect to 
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ROBERT C. TAIT, (left), president of Stromberg-Carlson, Rochester, N. Y., and JOHN JAY 
HOPKINS, chairman of the board and president of General Dynamics Corp., whose companies 
were officially merged on June 28 by approval of General Dynamics and Stromberg-Carlson 


shareowners. 
Corp. 


Henceforth, Stromberg-Carlson will operate as a division of General Dynamics 
Tait will continue to head Stromberg-Carlson and will serve as senior vice president 


of General Dynamics. 


the two-for-one stock split of March 
10, 1955 were $4.72. Cash dividends 
per common share during 1954 total- 
ed $1.75, also adjusted to give effect 
to the stock split. The current divi- 
dend rate is 55 cents a quarter. 

Stromberg-Carlson’s 1954 consoli- 
dated net sales were $63,509,429 and 
consolidated net income was 
$2,006,526, net earnings per share 
of common stock were $3.70 and cash 
dividends totaled $1.53. 

General Dynamics, prior to the 
merger, had four other divisions 
Convair, Electric Boat, Electro Dyna- 
mic, and General Atomic plus a 
Canadian subsidiary, Canadair Lim- 
ited. It is a leading producer of mil- 
itary and commercial aircraft, atomic 


submarines, conventionally powered 
submarines, guided missiles and elec- 
tric motors of advanced design for 
specialized uses. Among the corpora- 
tion’s many famous products are the 
world’s first atomic-powered vessel, 
the submarine USS Nautilus; the 
5-36 intercontinental bomber; the 
Air Force’s F-102A all-weather, su- 
personic jet interceptor; and_ the 
Navy's vertical takeoff and landing 
fighter, the Pogo. 
ond nuclear-powered submarine, the 
Seawolf, will be launched from the 
corporation’s Electric Boat Division 


The world’s sec- 


shipyard at Groton, Connecticut, on 
July 21. 
Please Turn To Page 83 


TELEPHONE ENGINEER & MANAGEMENT 





4 4 
LD YOU Offer your customers this service 


If you offer your customers private line teleprinter service, be sure you 
provide them with Teletype equipment. It will mean more satisfaction for 
them ... fewer maintenance problems for you. 


For one thing, the revolutionary new Model 28 Teletype Printer makes use 
of an ingenious new 2 ounce device called a “Typebox.” Together with 
its carriage, it replaces the conventional typebasket carriage weighing 10 
times as much, and permits smoother, quieter operation at speeds of 60, 
75 or 100 words a minute. 


For another thing, the Model 28 extends the lubrication intervals beyond 
anything yet devised in the field of printing telegraphy. Ordinary tele- 
printers, running 8 hours a day at speeds of 60 wpm, require lubrication 
approximately every 600 hours. The model 28, running at the same speed, 
needs to be lubricated only after 3,000 hours of operation. 


These are only some of the advantages of Teletype equipment. If you would 
like complete information, write to 
our new sales and service office: 
Teletype Corporation, TE\M-7 
4100 Fullerton Ave. 

Chicago 39, Ill. 


TELETYPE CORPORATION 
Western Electric Company 


A TT nm 
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construction 
and 
maintenance 


DIGEST 


Published every month to help you get the 


most out of your materials and supplies dollar 


25-year battery 
A lineman’s vise 
Guard 10 lines 


What’s in your arms 


by C. J. Reynolds, Stromberg-Carlson 


The few dollars you spend on reliable equipment 


today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


Battery will still have its pep 
when 1980 rolls around 

It will last 25 years—in full float 
service! That’s the life expectancy 
of C & D’s PlastiCal (lead-calcium 
grids) telephone battery. 

You get this extra-long, trouble- 
free operation because C & D Bat- 
teries, Inc. use an exclusive sus- 
pended and supported plate con- 


struction. 


. In full float service, this telephone battery 
stays on the job a quarter of a century. 


Illustrated here is a typical C & D 
telephone battery with a 660 A.H. 
capacity. When ordering this 25- 
year battery, specify PCE-660. 


! 


When you find that a 14-year ex- 
pectancy meets your needs, you can 
get dependable operation from a 
C & D PlastiCell (high-tensile lead 
alloy grids) battery. For a Plasti- 
Cell with capacity of 300 A.H., 
specify PCE-300. 

You can order either of these 
C & D telephone batteries, plus 
other capacities, from your Strom- 
berg-Carlson representative. Ask 
him about extra-long-life power 
supply with C & D Batteries. 


Strandlink and Strandvise— 
stronger than steel strand itself 


Now you can splice steel strand 
easily, and have a splice that is at 
least as strong as the strand itself. 

You need no tools to use the 
Strandlink (automatic-type splice). 
It has holding jaws of several hun- 
dred case-hardened steel teeth that 
bite firmly into the strand when 
you pull, but allow you to push the 
strand in easily by hand. 

Another valuable aid for the line- 
man is the Strandvise—automatic- 
type deadend which applies the 
same principle as the Strandlink to 


give you a vise-like grip that 
stronger than the strand. 

Both Strandlink and Strandvis> 
will hold steel strand in any grade, 


Ea OO REMC rn 


Strandlink—splice needs no tools. 
Several applications of Strandvise. 
to its ultimate strength. Available 
3/16” through 7/16” strand size-- 
with short or long, and range of 
bail types. 
Also available: Strandlink reduc- 
ers, 3/8”-5/16” and 7/16”-3/8”. 
For fast, permanent splices and 
deadends, ask your Stromberg- 
Carlson representative about 
Strandlink and Strandvise. 


The new 5 circuit 
Hy-Cap Power Cross Protector 


Whenever telephones are in joint 
occupancy with power lines, a 
heavy-duty protector should pro- 
tect the telephone lines against de- 
structive power cross. 


Now—Protect 5 circuits against 
power crosses with one protector. 


Such protection can now be had 
when the Cook Electric Company s 
Hy-Cap 5 Pair Power Cross Pri 
tector is installed. This unit mount 
on a type 10B cross-arm and wi 
protect 10 lines. Connections a 
made with pre-cut No. 10 plasti 
insulated copper wires which te! 
minate on rugged discharge car- 
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ions. There is just one ground wire 
or easier installation. The protector 
vill break down at 3000 volts and 
ill continue to ground the fault 
urrent as long as it exists. 

A single pair Hy-Cap Power 
‘ross Protector is also available. 


$1 worth of cross-arms? 


When you spend a dollar on plant 
investment you want a_ dollar's 
worth of material and service. 

That's what you get with cross- 
arms from Stromberg-Carlson. At 
American Cross-Arms, Inc., they 
make just one thing — cross-arms. 
Standards and special arms, Doug- 
las fir and pine, big and small orders. 

Their experience and Stromberg- 
Carlson’s excellent service come 
with each order, no matter what its 
size. You get fast delivery from 
strategically located stocks. 

Order from your Stromberg- 
Carlson representative. 


Did you know .. . that the Strom- 
berg-Carlson general catalog in- 
cludes 105 pages of maintenance 
and construction supplies alone? 
You can do all your business “under 
one roof” and find the same quality 
and reliability in every item. 


Distributed by 


a . 
Stromberg-Carlson 
Factory, General Offices: 
ROCHESTER 3, NEW YORK 
Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 

San Francisco 3. Mfg. Branch, Dallas 


(Continued From Page 80) 

Hopkins termed the acquisition of 
Stromberg-Carlson “A major move 
in diversifying the corporation’s base 
of operations in the electronic field. 
In the opinion of the directors of both 
firms, the merger is a logical union 
and one which should give added 
strength to our efforts in defense pro- 
duction. both in the United States 
and Canada.” 

In Rochester, Tait also hailed the 
“This 
Stromberg-Carlson, as a unit within 
the General Dynamics family,” | 


merger. merger will give 
he 
commented, “a_ stronger base on 
which to expand its communications 
and electronics operations and will 
provide us with the benefits of the 
corporation’s technological skills and 
facilities. As a division cf General 
Dynamics, we are looking forward 
with confidence to an increasingly 
prosperous and productive fuiure.” 

The Rochester firm has been a 
well-known manufacturer of com- 
munications and electronic equipment 
for 61 years. Today Stromberg-Carl- 
son produces an extensive line of XY 
telephone switchboard equipment, in- 
struments, and industrial products; 
television and radio receivers, high- 
fidelity phonographs; sound equip- 
ment: intercom and Custom 400 high- 
fidelity systems; electronic carillons; 
and electronic and communications 
products for the Armed Forces. In 
addition, the Stromberg-Carlson 
Broadcasting Corporation, a wholly- 
owned subsidiary, operates three 
high-power broadcasting stations in 
Rochester WHAM, WHFM and 
WHAM-TV. 

The new division of General Dyna- 
mics currently has four manufactur- 
ing plants in Rochester employing 
more than 5200 men and women. In 
addition, General Dynamics _ has 
plants at San Diego, and Pomona, 
Calif.; Fort Worth and Daingerfield, 
Texas; Groton, Conn.; Bayonne, N. 
J., and Montreal, P. Q. Total em- 
ployment of the corporation includ- 
ing Stromberg-Carlson is more than 
60,000. 

Lanahan Elected Vice Pres. 
of Federal Electric Corp. 

Major GENERAL Francis H. Lana- 
han, U.S.A. (Ret.) has been elected 
vice president and general manager 
of Federal Electric Corp., a subsid- 
iary of International Telephone & 
Telegraph Corp. The company, lo- 
cated at Clifton, New Jersey, is the 
field service organization for Fed- 


eral Telephone & Radio Co., a divi- 
sion of IT&T. 

A native of Trenton, New Jersey, 
General Lanahan received his early 
education in that city, graduating 
from high school there in 1915. Dur- 
ing World War I, he was a member 
of the Second New Jersey Infantry 
and the 113th Infantry. Following his 
graduation from the U. S. Military 
Academy at West Point in 1920, he 
served with both the Coast Artillery 
and the Field Artillery before joining 
the Signal Corps in 1926. 

As a member of the Signal Corps, 
he was communications instructor at 
the Command and General Staff 
School. Fort Leavenworth, Kansas, 
until the start of World War IT, when 
he became plans officer in the Office 
of the Chief Signal Officer. In 1944, 
General Lanahan became chief sig- 
nal officer for the Supreme Head- 
quarters Allied Expeditionary Forces, 
Europe, and later served as chief sig- 
nal officer of the American Occupa- 
tion Forces in Germany before re- 
turning to the United States in 1947 
as commanding general of the Signal 
Corps Center at Fort Monmouth, N.J. 


Fay Heads Stromberg- 
Carlson Broadcasting Co. 

Ir WAS ANNOUNCED on June & 
that the Federal 
Commission had approved the trans- 
fer of licenses formerly held by the 


Communications 


Stromberg-Carlson Co., Rochester. 
N. Y., to a new corporation known 
as Stromberg-Carlson Broadcasting 
Co. 

Robert C. Tait, president of Strom- 
berg-Carlson, announced that William 
Fay is to be president of the new 


Wm. FAY 


R. C, TAIT 


corporation. Mr. Tait will be chair- 
man of the board of directors. The 
board will include: Mr. Tait, chair- 
man; Mr. Fay, president; Gordon G. 
Hoit, who is executive vice president 
of Stromberg-Carlson Co.; Lee Me- 
Canne, executive vice president of the 
Rochester Chamber of Commerce; 
and Arthur Stern, attorney, Nixon, 
Hargrave, Devans and Dey, as the 
Stromberg-Carlson representatives. 
Mr. Fay, president of the Strom- 
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| MARKWELL TELEPHONE TACKER 


SAVE OVER 50% 
LABOR & MATERIAL 
MARKWELL FREE SERVICE 






Factory Service and Over-haul at No Charge 
and Returned Prepaid When Staples Purchased 
From Markwell 










“HOLDS WIRE SAFE AND SECURE” 












For “‘JK’’ Wire .Use L3B 5/16’ Staples 
Up to |! Strand Cable Use L3M 7/16” Staples 
Up to 16 Strand Cable Use L3D 9/16” Staples 
OTHER USES — Stapling Drop Wire, 
Metal Numerals, Signs, Screens, Build- 
ing Repairs and Maintenance, Etc. 











8 15 30 
SIZE per pkg. per pkg. per pkg. 
LSB 5/16’ Leg $2.75 $2.50 $2.25 
LSM 7/16” Leo 2.90 2.75 2.50 
L3D 9/16” Leg 3.10 2.95 2.70 
STAPLES PER PKG. — 5000 .. . Sizes 





Can Be Assorted For Quantity Price... 
Discounts In Larger Quantities. 


Se: 
MARKWELL MFG. CO., INC. 


Established 1919 


Industrial Products Div.—Dept. 77 
200 Hudson St. New York 13,N.Y. 
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WITH PORCELAIN PRODUCTS 
TELEPHONE INSULATORS 

















Made of highest quality dry-process elec- 
trical porcelain . . . Porcelain Products tele- 
phone insulators assure long, continuous 
service . . . customer satisfaction. Porcelain 
Products, Inc. has served the telephone in- 
dustry for decades, offering a complete line of 
insulators that meet AT & T and REA speci- 
. simplifying installation . . . re- 
Write for complete 











fications .,. 
ducing maintenance, 
information, today! 


PORCELAIN PRODUCTS, INC. 








Findlay, Ohio 
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berg-Carlson Broadcasting Co., has 
been vice president in charge of the 
broadcasting division of the Strom- 
berg-Carlson Co. since 1945. Well 
known for his many contributions to 
the broadcasting industry, Mr. Fay is 
a pioneer broadcaster having started 
in 1924 in the industry's earliest 
days. Mr. Fay holds the office of 
vice president of three of the largest 
Rochester organizations the Ro- 
chester Chamber of Commerce, the 
Automobile Club. and the Advertis- 
ing Council. Active on the national 
scene. Mr. Fay is on the Advisory 
Council of the Voice of America, a 
director of the National Association 
of Radio and Television Broadcasters. 
and is secretary-treasurer of the 


NBC-TV Affiliates. 


Hubbard Announces 
Sales Appointments 

RicHarp G. RosBBINs, vice presi- 
dent and general sales manager, Hub- 
bard & Co., has announced the fol- 
lowing new sales appointments and 
territory changes: 

P. J. Martini has joined Hubbard's 
Atlantic Division, which includes 
Philadelphia, Maryland and Eastern 
Pennsylvania. Mr. Martini was form- 





P. J. MARTINI B. J. WILLIAMS 


erly sales manager of the Dossert 
Manufacturing Co. He replaces P. 
L. Black who has been transferred 
to the Southeast Division. 

B. J. Williams has been appointed 
sales representative in the Southwest 
Division under George T. Brundrett. 
Mr. Williams comes to Hubbard from 
Standard Electric Manufacturing Co. 
He will be headquartered in Dallas, 
Texas. 

R. A. Enke has been assigned to 
the Midwest Division. He will make 
his headquarters at LaGrange, IIl. 

R. E. Peterson has been named 
Lightning Arrester and Street Light- 
ing specialist for the Midwest and 
Southwest Divisions. Mr. Peterson’s 
headquarters will be at Hubbard’s 
Chicago plant. The Indiana-Michi- 
gan territory previously covered by 
Mr. Peterson has been assigned to 
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Gordon D. Thorpe. Mr. Thorpe will 
make his headquarters in Indianapo- 
lis, Ind. 

W. W. Ege, Jr. has been transfer- 
red from the Southeast Division ter- 
ritory to special duties in the engi- 
neering and research department at 
Hubbard’s Chicago plant. His sales 
duties will be assumed by P. L. Black. 


W. E. Co., Purchases Total 
$678,600,000 In 1954 

THE WeEsTERN Exvectric Co. dur- 
ing 1954 bought supplies and mater- 
ials from suppliers located in every 
state in the union and in 19 foreign 
countries, it was reported last month. 

A total of $678,600,000 was paid 
in 1954 to 27,270 individual suppliers 
in 2958 cities and towns, it was re- 
ported. This includes raw materials 
and subcontracts for manufacturing 
operations; supplies used directly by 
the company; and supplies bought 
for the rest of the Bell System. New 
York state suppliers, receiving a total 
of $105.957.000, had the largest share 
last year. California was second, IIli- 
nois third, New Jersey fourth, and 
Pennsylvania fifth. 


New Circular Describes 
Hard-Of-Hearing Telephones 

Automatic Exectric Co., Chi- 
cago, recently issued a circular de- 
scribing its line of telephone hand- 
sets, headsets, and instruments for 
the hard-of-hearing. Featured is a 
new transistorized telephone, and a 
transistorized headset for switchboard 
operators with reception difficulties. 

Of special interest in the develop- 
ment of the telephone for the hard- 
of-hearing is the use of printed cir- 
cuits. Resistors, condensers, crystal 
diodes, and one tiny transistor are 
mounted on the printed-circuit fiber 
board and inserted in the base of the 
telephone set to provide the increased 
amplification. A convenient control 
button is located at the rear of the 
telephone base. 

By using a transistor instead of 
the bulkier vacuum tube, neither the 
size, weight nor the design of the 
telephone are significantly altered, as 
is normally the case in conventional 
telephones for those with impaired 
hearing. 

According to Automatic Electric 
engineers, the transistor takes power 
from the central-office battery supply. 
whereas telephones for the hard-of- 
that utilize vacuum 
supplied with current from 


tubes. 


hearing 
must be 
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The new Automatic Electric transistorized tele- 
phone for the hard of hearing. The only 
noticeable difference between this instrument 
and a conventional telephone is the volume 
control button at the rear. Resistors, con- 
densers, crystal diodes, one tiny transistor 
and a printed circuit assembly are mounted 
on a fiber card in the base of the telephone 
to provide increased amplification. 


y a 
5 


Automatic Electric’s transistorized headset for 
telephone switchboard operators who have 
reception difficulties. The instrument is in no 
way altered, being provided with a tran- 
sistorized amplification assembly housed in 
a small box approximately 2 inches cube, 
located at the plug end of the headset cord. 
Power is received from central office battery 


supply. 

a separate power source, necessitat- 
ing an additional electrical extension. 

The headset for telephone switch- 
board operators who have reception 
difficulties is merely equipped with 
a small amplification assembly, hous- 
ed in a small box and located at the 
plug end of the headset cord. The 
headset itself is in no way altered or 
made heavier. Power is_ received 
from the central-office battery sup- 
ply as in the case of the transistor- 
ized telephone for the hard-of-hearing. 

Circular #1823, giving details on 
these instruments, is available from 
Automatic Electric Sales Corpora- 
tion, 1033 West Van Buren St., 
(Dept. TEM) Chicago 7, Ill. 


Kellogg Swbd. Announces 
Sales Appointments 

Q. C. BarLey, assistant sales man- 
ager of Kellogg Switchboard & Sup- 
ply Co., a Division of International 
Telephone & Telegraph Corp., has an- 
nounced the appointments of W. G. 


1500 pounds 


MINIMUM COMPRESSION 


RESISTANCE OF 


DROP WIRE 


Alphaduct drop wire is designed 

and built to be the longest lasting 

drop wire you've ever installed. 

It's tested... completely, thoroughly and 
often to make sure that every single 

coil is up to Alphaduct’s rigid standards. 


Here’s how the insulation 
is tested to make sure it won't crush. 


Short lengths of Alphaduct are 

placed between the steel plates of a 
compression testing machine. These 

plates are then forced together at uniform 

speed until the insulation crushes. 

Alphaduct parallel drop wire has to withstand 

a minimum load of 1500 pounds before 

it breaks. Each conductor of Alphaduct twisted pair 
will withstand a 1000 pound pressure. 


You don’t have to worry about a little 

rough handling breaking down this kind of tested 
insulation. Try Alphaduct drop wire. It’s 

dated, so you can see for yourself the extra wear it provides. 


WIRE AND CABLE COMPANY + MILLTOWN, NEW JERSEY 
NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 


REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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Installation Specialists 


CENTRAL OFFICES 
Installed-Modified-Removed 


COMMUNI-CATERING 


CYRUS G. HILL, INC. All Makes 
P. O. Box 6712 


ENGINEERS CHICAGO 7, ILLINOIS 


Plant—Traffic—Commercial 













SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Suite 1344 120 South LaSalle Street 
CHICAGO 
Appraisals—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 









W. T. KING 


PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accountants, Valuation, Traffic, 
Depreciation Studies, Rates and General 
Management Services 



















306 So. Capital Lansing, Mich. 
P. O. Box 216 Telephone 5-1034 












J. W. HANNON ASSOCIATES 
Consultants 








Management Specialists 
Flexible Organization Surveys 


Indianapolis, Ind. 
P. O. Box 1445 





Valuation and Original Cost 







134 S. LaSalle St., Chicago 3 
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Money +<Time/ INSPECTION SERVICE Consulting Telephone Engineer 
Of poles, crossarms, and preservative : 
TELEPHONE PRINTING treatments. Analysis of wood asses Fs ee Senne yf Me. 
' tives. Consulting and specification writing. Jackson 4452 





: SPECIALISTS FOR 


Inspectors stationed throughout the U.S.A. 
A. W. WILLIAMS INSPECTION CO. = —" 


TELEPHONE PRINTING 


OVER 30 YEARS EXPERIENCE 
By People Who Know 


the Telephone Business. 
See the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 
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JAY G. MITCHELL 


CONSULTING ENGINEERS 
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7720 SHERIDAN ROAD CHICAGO 
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Mathematics made _ plain 


— and easy-to-learn THE AMERICAN APPRAISAL 
COMPANY 





Written in a light style, this 
is just the book for those 
who never got beyond arith- 
metic and now wish an in- 
troduction to more advanced 
mathematics in convenient 
self-study form; and for 
those whose acquaintance 
with algebra or trigonom- 
etry is slight and who wish 
to review and then proceed 
to calculus and number 
theory. 


LIVING 
MATHEMATICS 


By Ralph S. Underwood 7 
and Fred W. Sparks 


Professors of Mathematics 
Texas Technological College 





INVESTIGATIONS @ VALUATIONS 
REPORTS 


CHICAGO @ MILWAUKEE @® NEW YORK 
WASHINGTON @ And Other Principal Cities 
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rth Clark Street @ Sullivan, Missouri 
























What You Want 
When You Want It 


Immediate Shipment from 
Nearest Warehouse Points 









CARL C. CRANE, INC. 
Consulting Engineers 
2702 Monroe Street, Madson 5, Wis. 
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2nd Edition, 336 pages, 6 x 9, $5.50 
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ough course in algebra, but also a survey o 
the mathematical highlights of trigonometry, TOPEKA, KANSAS PHONE 4-2621 






analytic geometry and more advanced alge- 
bra and calculus — all written in a practical, 
interesting, and oftentimes humorous man- 


IN THESE COLUMNS 
ner. Included are discussions of variables DL ae ee ee a 
and extended analytic geometry. Construction Crews Station Installers PAY DIVIDENDS 


Central Office Installations 
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(Continued From Page 85) ; 
Delaney and H. J. Heitman as sales : Mine 
— SE 
representatives. ats 
Mr. Delaney has been assigned to 
the Kellogg company’s Southwestern 
Division under K. H. Benninghoven, 
division manager, and will travel the 


ADHESION TESTS SHOW 
é. THE CONDUCTOR BREAKS: 


W. G. DELANEY H. J. HEITMAN 


vy Wik See DADE ih 
West Texas and New Mexico terri- BHEORK UH AR Me. 2 ln a series of test reselis 


tories. His home office will be in 
on LOWELL TELEPHONE DROP WIRE. 




































Dallas, Texas. 


For six years prior to joining INSULATION ALAN e - ; 
Kellogg, Mr. Delaney sold telephone nV aE ea Te 


and intercommunication equipment. 






In this capacity, he became thorough- 
ly acquainted with the operation and 
problems of the Independent tele- 
phone industry. A veteran of World 
War Ii, he served with the Army as 
a Technical Sergeant. He is a grad- 
uate of DePaul University, Chicago. 

Mr. Heitman was associated with 






The greatest strain on drop wire takes place at 
the Dwelle Telephone Co. of Lake the “P Clamp” where the wire is attached to pole 
City, Minn., for the last nine years | or house. The weight of ice and the whipping 
as a dial and manual equipment su- action of the wind develep extra strain at this 
pervisor. He will represent Kellogg point so that the best possible bond is essential, 
in the South Dakota and Southern | between the insulation and the conductor wire, 
to insure dependable service and long life. 





















Minnesota territory of the company s 
Northwestern Division under R. T. To develop the strongest possible adhesion, all 
Kolbensvik, division manager, with Lowell wires are brass flashed and special form- 
offices in St. Paul, Minn. Mr. Heit- Ulas have been evolved for insulation com- 
man spent 38 months in the Navy pounds. Lowell jacket compounds also have 
during World War II as an Instru- reagent er CRA: SN: EN: NY 

to withstand the action of the elements under 


ment Repairman. : ; aa 
| P varying atmospheric conditions. 


Robert L. Dunn As a constant check, tensile tests are made at 
Joins North Electric the Lowell Laboratories where the conductors are 
APPOINTMENT of Robert L. Dunn stretched to their breaking point before any slip- 
.. page of the insulation or jackets takes place. Lowell Drop Wires are con- 
as salesman for the telephone divi- ge tinually tested for adhesion 
aie al tee Mee Wl. Wiebe. These rigid laboratory tests are your assurance of the insulation to the con- 
yi HVE NOTE ETCCKTIE MANUTAC- that Lowell Drop Wires will stand up under the je. 7 a Se 
turing Co., Galion, Ohio. has been v4: : break before the adhesion 
c a most severe conditions and give dependable bond between the insulation 
announced by D. F. Snyder, tele- service without breakdown at this most critical eS ee ee 
7 phone _ division point where the grip of the “P Clamp” must sup- 


Dunn’s sales terri- Lowell Insulated 


sales manager. Mr. Aa My port the entire weight of the span. Year marker 
g Wire Catalog 


threads and manufacturer's identification permit Write for 
} user to keep accurate records of performance 

Fal 

7 


tory includes 5 ; : 
and long life in service. 


Maryland, Virgin- 
ia and North Caro- 
lina. He will work 
out of the Atlanta 
regional sales of- 


eee’ 





} 


“fine wires only”’ 


R. L. DUNN 


fice. 

Mr. Dunn was formerly vice presi- 
dent and assistant manager of Citi- 
zens Telephone Co., Brevard, N. C. 
He attended the University of Geor- 


ola. 
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Tape 
KELON-T (Teflon) tape for elec- 
trical applications is now available in 


quantity in widths up to 24 inches 
from W. S. Shamban & Co., Culver 
City, Calif. The 24-inch wide tape, 
in thicknesses varying from 0.005” to 
0.125”, is thought to be the widest 
continuous lengths available in pro- 
duction quantities. 

Non-adhesive and chemically inert, 
Kelon-T tape combines toughness, ex- 
cellent electrical properties and resist- 
ance to abrasion and corrosive chem- 
icals at high and low temperatures. 
Because of good elongation, it fits 
tightly over sharp bends and corners. 
and has the property of plastic mem- 
ory, tending to return to its original 
shape when heated. 

With uniform dielectric 
and power factor over an extremely 
wide frequency range from tempera- 
tures of minus 300° to plus 300° F, 
Kelon-T tape is particularly suitable 
in motors and generators as conduc- 
tor insulation for armature or field. 
coil wrappers, slot liners, taping of 
coils, lead insulation, and coil separa- 
tors within slots. High temperature- 
resistant capacitors use Kelon-T tape 
insulation instead of paper or other 
Other uses include layer 


constant 


materials. 
insulation and coil separators. Kelon- 
T tape insulation does not adhere to 
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sticky materials, and will not car- 
bonize under arcing. 

For additional information, write 
Sales Dept., W. S. Shamban & Co.., 
11617 W. Jefferson Blvd., (Dept. 
TE&M), Culver City, Calif., or 
Check New Product 838. 





Cranes & Hand Winches 


POWERFUL NEW truck mounted 
cranes and hand operated winches 
designed to save labor and shorten 
loading and unloading time have 
been announced by the H. S. Watson 
Co., 1316 67th St., (Dept. TE&M), 
This equipment 
truck 
mounted and powered tools being de- 


Emeryville, Calif. 
is part of a broad line of 
veloped to increase the usefulness of 
light and medium trucks according 
to Frank M. House, vice president of 
the Watson organization. 

House said that the Watson crane 
is being produced in 500, 1000 and 
2000 pound capacities. A feature of 
the Watson crane is the full circle 
swing which simplifies one man load- 
ing and handling. 

All cranes and hand winches in- 





TELEPHONE ENGINEER & 
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corporate steel cut gears and a drop 
forged steel ratchet which is spring 
loaded for additional safety. The 
winch is available in two styles, each 
of 1000 pound capacity. One model 
features a 6 inch band-type brake 
Kither 
can be easily installed on tractors as 


and needle bearings. item 
well as on trucks. 

Their products now have nation- 
wide distribution through more than 
a 100 long established Watson dis- 
tributors. — For additional informa- 


tion, Check New Product 839. 





Safety Flare 
AN ECONOMY-engineered Highway 
Safety Flare with durable channel 


type base and mounting genuine 
Stimsonite lenses of highest grade 
has been made available by Vari- 


Products Co., 2450 S. Prairie Ave., 
(Dept. TE&M), Chicago 16, Ill. The 
flare meets all safety requirements. 
All metal parts are Vari-Golden rust- 
a handsome and long last- 


proofed — 
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ing finish. The flares come in sets 
of three or two, self contained and 
held in a bracket attachable to truck 
frame or in cab. 24 candle power 
lenses reflect oncoming traffic lights 
for great distance. Single flares are 
also available: also red flags and 
folding metal staffs for daytime warn- 


ing use. The set of three lists for 


$10.15. Vari-Products Co. also makes 
the Tripod type Vari-Flare. 
complete data. Check New Product 


For 


Dehumidifier 


ApaMs EguIpMENT, INc., Jackson. 


\Mich., has announced a new low cost 
dehumidifier to combat rust. rot, mil- 
dew, mold, corrosion, warping and 


dripping pipes caused by dampness. 


The “DIXIE AIR DRYER” is com- 


plete except for a cabinet. 


part of the cost of the usual dehu- 


“A Large 


midifier.” said Harry Adams, presi- 
dent of the company, “is due t 
the cabinet in which it is housed. By 
eliminating the cabinet and reducing 
sales expense, we have cut the cost 
in half.” 

The “Dixie” is a 1/6th h.p. her- 
metically sealed unit built using a 
Tecumseh compressor like those in 
The 


company states that it will properly 


most household refrigerators. 


dry the air in a room or other en- 
closed space of up to 10,000 cubic 
feet or. 25’ x 48’ with standard ceil- 
ing height. For larger areas, multi- 
ple units may be necessary. Moisture 
laden air is drawn over refrigerated 
coils by a quiet rugged fan. Cooling 
wrings water from the air which is 
caught in a pail or run through a 
At 90% 


humidity. the “Dixie” removes 3 gal- 


hose or tubing to a drain. 


lons of water every 24 hours yet uses 
only about the same amount of elec- 
tricity as a 200 watt light bulb ac- 
cording to the manufacturer. 

Pictured are some of the ways the 
“Dixie” can be installed by the own- 
er. 

The company offers a money back 
suarantee if the unit is returned pre- 
paid within 10 days for any reason. 
and a 90 day replacement warranty 
Mail orders 
Orders accompanied 


if returned undamaged. 
are accepted. 
by check or money order are shipped 
prepaid. all others are shipped freight 
collect. For further information. 


Check New Product 841. 
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THE BUYERS 
GUIDE 


ADVERTISING, Directories — General Tele- 
phone Directory Co., 604 Pine Ave., Long 
Beach, Calif., and 1800 Busse Highway 
Des Plaines, Ill._—[ADV. 1] 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 

BELTS — CLIMBERS — PLIERS — SAFETY 
STRAPS — CONSTRUCTION TOOLS. Kiein 
& Sons, Mathias. 3200 Belmont Ave., Chi- 
cago 18, Jil.—[{[ADV. 3} 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—|ADV. 4] 

BRUSH & WEED KILLERS — Thompson manu- 
factures many types of brush and weed 
killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Louis 3, Mo.—|ADV. 5| 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Ansonia Wire & 
Cable Co., Ansonia, Conn.—|ADV. 6| 

CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 7| 

CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill.—{ADV. 8] 

FURNACES — For quickly and economically 
melting lead and paraffin — Mutucl Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif—{ADV. 9]| 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 10) 

LIGHTWEIGHT PULLERS — Cofiing Hoist Com- 
pany, 800 Wolters St., Danville 5, Ill. — 
[ADV. 11] 

PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
lowa.—[ ADV. 12) 

POLE HOLE DIGGERS — For derrick mounted 
trucks. Tele-E-Lect Products, Inc., 9613 
Minnetonka Blvd., Minneapolis 16, Minn. 
—[ADV. 13] 

POLES, Southern Yellow Pine — Colfax Lum- 
ber & Creosoting Co., Inc., P. O. Box 23. 
Pineville, La.—[|ADV. 14] 

POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, $. C.—[ADV. 15] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—|ADV. 16} 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, L—[ADV. 17] 

REBUILT TELEPHONE & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, Ilii—{/ADV. 18] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wisc.—| ADV. 19! 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—{ ADV. 
20] 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 21] 

WIRE, Telephone, for all inside and outside 
uses — Whitney Blake Co., New Haven, 
Conn.—| ADV. 22! 
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se THE CLEARING HOUSE =: 


Published in each issue of Telephone Engineer & Management. 


Advertising forms close on Ist of month. 


Rates 15 cents a 


word except for Situation Wanted ads, which are only 10 cents per word. In figuring cost of ads, count each word of address 


in number of words used. All ads payable in advance. 
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OUTSIDE PLANT ENGINEER — 
EQUIPMENT ENGINEER 


A mid-western company of 100,000 
stations is looking for experienced 
graduate engineers in outside plant 
and equipment engineering work. 
These positions provide a maximum of 
opportunity for personal development. 

Individual must be a college gradu- 
ate under 40 years of age, with ap- 
propriate background and experience. 
Submit a resume of personal, educa- 
tional, and vocational history which 
indicates past earnings and present 
salary requirements to Box No. 8961, 
Telephone Engineer Publishing Corp., 
7720 Sheridan Rd., Chicago 26, Ill. 


CABLE SPLICERS, Station In- 
stallers, Equipment Installers, Line- 
men. Experienced man_ needed. 


Steady work, good pay. Henkels & 
McCoy, 6100 N. 20th, Philadelphia, 
Pa. 








»< 





KEY TURRETS 








PBX AND MULTILINE 








MULTIPLEX AND MICROWAVE 






WIRELINE CARRIER 





90 
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HELP WANTED:—Equipment man 
with outside plant experience, to 
maintain one 400-line Strowger step- 
by-step exchange, and one 200-line. 
Excellent oportunity for advance- 
ment. Write H. D. Thompson, Man- 
ager, Cuming County Independent 
Telephone Company, Wisner, Ne- 
braska. 


HELP WANTED:—Progressive ra- 
pidly growing Class B Company 
in Southeastern Wisconsin needs, 


because of retirement and expan- 
sion, an experienced Cable Splicer, 
an experienced Combination Man, 
and also an experienced Construc- 
tion Foreman. Knowledge of dial is 
desirable, Permanent position, good 


working conditions, complete in- 
surance program, Advancement op- 
portunity. As Company grows, so 
can you. Furnish age, experience, 
references, etc. Write Box No. 
8959, Telephone Engineer Publish- 
ing Corp., 7720 Sheridan Road, 
Chicago, 26, Illinois. 





STROMBERG-CARLSON offers 


Exceptional Career Opportunities for 


TELEPHONE ENGINEERS 


If you're experienced in the circuit, equipment, or installation phases 
of the telephone industry, and you're looking for the next step up— 


look to Stromberg-Carlson. 


We're the oldest manufacturer in the independent telephone business, 
and we're the fastest growing company in the industry today. 

The possibilities for your advancement in this active, rapidly expand- 
ing program are almost unlimited. Salaries will be commensurate with 
experience. In addition, the Stromberg-Carlson Company has a liberal 
bonus plan, and many other benefits, too. 

You'll find Rochester an ideal city to live in. The finest schools and 
cultural advantages in the nation. All the scenic beauty and recreational 
facilities of the fabled Finger Lakes right at your back door. 

Become a proud member of the Stromberg-Carlson team. ‘There's 
nothing finer."' Send a summary of your experience to the 


CHIEF ENGINEER 
TELEPHONE DIVISION, STROMBERG-CARLSON® 
COMPANY, ROCHESTER 3, N. Y. 
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Minim um charge—$2.00. Special rates for display ads on request. Send 
copy and box number replies to Telephone Engineer Publishing Corp., 7720 N. Sheridan Road, Chicago 26, Ill. 





HELP WANTED: — Commercial Man- 
ager for 3000 station four automatic 
exchange operation Southwest. Ad- 
vancement to General Manager if 
qualified. Plant operation experience 
desirable. Opportunity for young man 
with experience and ability. Replies 
confidential. Write Box No. 8952, 


Telephone Engineer Publishing Corp., 
7720 Sheridan Rd., Chicago 26, Ill. 


AUDITOR WANTED: — Class A 
Company with headquarters in 
north Missouri, Pay 4-6 thousand 
according to ability. Give full par- 
ticulars regarding experience. Write 
Box No. 8957, Telephone Engineer 
Publishing Corp., 7720 Sheridan 
Rd., Chicago 26, Il. 


HELP WANTED: — Midwest Inde- 
pendent telephone company serving 
approximately 15,000 stations, needs 
young man between ages of 30-40 
for “position as assistant general 
manager. Position requires busi- 
ness administration background and 
experience in labor negotiations, 
personnel work. Send resume of 
educational and experience qualifi- 
cations and salary requirements to 
Box 8962, TELEPHONE ENGI. 
NEER Publishing Corp., 7720 N. 
Sheridan Road, Chicago 26, Illinois. 





| WANTED TO BUY | 





“Major telephone company — in 
midwest desires young man_ to 
strengthen its Traffic Department 


Administrative force. Send resume 
to Box 8963 Telephone Engineer 
Publishing Corporation, 7720 North 
Sheirdan Road, Chicago, Illinois.” 





WANTED TO BUY 
TELEPHONE ACCESSORY ITEM 
TO MANUFACTURE 


Manufacturer will buy all or part 
of existing business or make royalty 
arrangements with inventor of new 
product. Accessory items only 
wanted, Product must have good 
sales potential. All replies held con- 
fidential. Write: Box No. 8960, 
Telephone’ Engineer Publishing 
Corp., 7720 Sheridan Road, Chicago 
26, Tl. 
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WANTED TO BUY 


WANTED TO BUY NOW: — In- 
dividual owner wants to buy tele- 
phone company, usual or medium 
size, with or without present man- 
agement. Write today, Box No. 
8951, Telephone Engineer Publish- 
ing Corp., 7720 Sheridan Rd., Chi- 
cago, Ill. 


WANTED TO BUY 


400 line 2-position Common Battery PBX. 
Western Electric or Automatic Electric man- 
ufacture preferred. 
Telephone Repair & Supply Co. 
1760 W. Lunt Ave., Chicago 26, IIl. 
Phone ROgers Park 4-3817 


FOR SALE: — Six positions of 
Stromberg-Carlson super-service 
common-battery multiple manual 
switchboard. A complete central 
office, including main frame. Spe- 
cifications on request. Will sell all 
or part. Write: The Columbia Tele- 
phone Co., 40 N. Third Street, Co- 
lumbia, Pennsylvania. 


LIMITED SUPPLY USED CALCULAGRAPHS 
Model #30- Case C. 20 Volts-60 Cy. @ $20.00 
Model #6- Case C. Spring Driven. @ $18.00 


Bells, Single Stroke, 10°’ Gong. 
115-V. 60 Cy. @ $6.00 


Prices are F.O.B. Chicago 


INDEPENDENT TELEPHONE REPAIR CO. 
2137 West 21st St. Chicago 8, Ill. 


SPECIFY 


for 


Dependable and Economical Telephone Ring- 


ing Power Equipment. 
Engineered ‘Zor complete satisfaction. 


Manufactured by 
TELKOR, INC. 


Elyria, Ohio 


RYAN 


WIRE AND CABLE LAYER 


Will lay all types and sizes 
of underground cable to 
42" deep. Excellent per- 
formance with new 
plastic cables. 


For Information—Call or Write 


F. B. RYAN CO. 


Chariton, Iowe Telephone 89 


RECONDITIONED 
FEDERAL #804A 


Magneto Compact set 
convertible to desk or 
wall. 

Equipped with capsule 
type transmitter and re- 
ceiver. Can be used on 
long rural lines. 

‘PRICE $19.50 EACH 


Terms 2%—10 Days Net: 30 
BOHNSACK EQUIPMENT CO. 
GERMANTOWN, NEW YORK 


FOR MAGNETO 
SWITCHBOARDS 


W. E. #22-C Combined Jacks and Signals 
on #89-B Mounting (5 per strip) NEW 
S. C. #350-B Combined Key and Supervis- 
ory Drop Assembly (Replaces #169-F 
Key) NEW 

Federal #804-A Magneto Handsets for 
Desk or Wall Mounting—RECONDITIONED 


BUCKEYE 


TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Columbus 21, Ohio 
HUdson 8-0655 


Rebuilt, Refinished 


Loud ringing bells. 1000 
or 2500 Ohm @ $8.00 
each. With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, Ill. 


INDEPENDENT TELE- 


PHONE REPAIR CO. 
2137 W. 2ist St. 
Chicago 8, Illinois 


Cable-Splicers 


eo eae en 
WILLIAMS 
FORMED ¥ 
FLEXIBLE FINISHED 9 
WIPING CLOTHS 
rs rk 
CLOTH 
4 in. x 4 in. : 
FOR 1oint catch cloths. 


____ 3°: in. Joint prize HERRINGBONE 
smported English MOLESKIN, Write 
tor literature and prices. 


packed in 
cartons 


Formed-flexible finishing 
ented); Flat finishing 
cloths; Crotch cloths 


WIPING CLOTHS 


cloths; (Pat- 
cloths; Catch 
and Up-right : 
Made of world- — 
TICKING or §. 


sealed in wax paper 
wrappers 


GEO. E. WILLIAMS CO. 


3035 Aldrich Ave. South, MINNEAPOLIS 8, MINN. 
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STROMBERG 
CARLSON 


<7 


CENTRAL OFFICE 
PROTECTORS 


Rebuilt #1269-A W.E. Protector Groups, 
20 per, complete with Heat Coils, Carbon 
and Porcelain Blocks @ $15.00 
Rebuilt #105 Cook, 20 pair, complete 
@ $40.00 


with fuses 


DAN MACK 
Rebuilt PAYSTATIONS 


#14-J complete with coin signal transmit- 
ter and Handset @ $32.00 
#11 with 3 coin slots and bracket for 
mounting with wall phone @ $15.00 
#11-J with Coin-Signal Transmitter 

@ $19.00 


SPECIAL 


W.E. #25 Repeating Coils wired for KICK 
COIL service each - $2.00 


TELEPHONE REPAIR & SUPPLY CO. 


1760 W. Lunt Avenue 
Chicago 26, Ill. 
Phone — ROgers Park 4-3817 


FOR SALE 


All equipment in a commor battery office, now 

converted to dial, including— 

5 Position combination local and toll Universal 
Kellogg Switchboard 

3 Position Full Multiple Masterbilt Kellogg Toll 
Switchboard—like new 

2 19A Pole Changers with transformers 

{ Tungar charger 

800 C. B. Line and cut-off relays 

20 9900 Kellogg Telephones 

36 710 Kellogg Telephones 

25 9810 Keloga Telephones 

Miscellaneous Telephones and equipment 


If interested, contact 


STATESBORO 
TELEPHONE COMPANY 


P. O. Box 390 
STATESBORO, GEORGIA 


YOUR AD 
IN THESE COLUMNS 
WILL PAY DIVIDENDS 
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COMPLETE PARTS 
DEPARTMENT— 


parts shipped 
from stock 


same day 


for field 


repairs 


yf) 


if 
Va 


COMPLETE 


REPAIR 
DEPARTMENT 
equipped to 


repair all spinners 


CABLE 
SPINNING 


EQUIPMENT CO. 
3100 TOPEKA AVE. 


TOPEKA 
Phone 


92 


KANSAS 
2-7234 


OVERSEAS SALES: 


Ericsson Telephone Sales Corp. 
of New York 


Automatic Electric of Canada 
Pirelli of Great Britain 
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Vice President, Sales 
C. W. Onan, president of D. W. 


Onan & Sons Inc., Minneapolis, man- 


| Onan Names Hascall | 


| ufacturers of electric generating 
| equipment, has an- 

| nounced the ap- 
| pointment of Hir- 
| am Hascall to the 
| position of vice 
|president in 
| charge of _ sales. 
| Mr. Hascall 
been general sales H. HASCALL 
manager for the firm for the past 13 
| years. As vice president, sales, he | 
| will be responsible for Onan’s direct | 
dealer | 


has 


sales force, distributor and 
| organizations and such allied activi- 

| 
| 


| ties as sales promotion, service, parts. 


instruction manuals and_ technical | 


| bulletins. 

John Simon Elected 

To C & D Board 
Joun F. Srmon, Jr., plant superin- | 

tendent of C & D Batteries, Inc. was | 

elected to the board of directors at | 

the stockholders meeting held in Con- | 

shohocken, Pa. 
Mr. Simon has served as C & D’s| 





labor relations 


plant superintendent since 195] and | 
active in | 


has been 
work as well as plant operation. Be- | 
fore joining C & " 
D. he had served 
as vice president 
of the Paul & 
Beekman 
Philadelphia, man- 
ufacturers of metal 


C o.. 








stampings. Prior ave 
to his association J. T. SIMON, JR. 


with the Beekman Co., Mr. Simon | 
was plant manager of the Roller- 
Smith Co., Bethlehem, Pa. 


Morris Meadows Joins 


| North Electric Company 
Morris C. Meapows will represent 
the North Electric Co. in Louisiana 
and eastern Texas, according to an- | 


nouncement by D. F. Snyder, sales 


manager for the North Telephone Di- 


vision, 

Mr. Meadows is well qualified in 

| the field of telephony, having been 
an installer with Western Electric, 

| and in charge of switchboard main- 
| tenance for Southwestern States Tele- 
| phone Co. In addition, he has spent 
| three years in switchboard and tele- 
phone equipment sales. 
Mr. Meadows 


North's Dallas regional sales office. 


will work out of | 
and reside in Denton. Texas. 
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\ STRENGTH, ENDURANCE 
\vttet_ Meet the Test! 














IN THE FIELD as in laboratory tests 
. ». @rapo Galvanized Steel Strand 


proves itself capable of withstanding 


severe punishment. Steel’s inherent 
strength and durability are combined 
with definite economies in every size 
and grade of @rapo Steel Strand. 
You'll find the heavy, ductile, tightly- 
bonded zine coatings, applied by the 
famous @rapo Galvanizing Process, pro- 
vide lasting protection against corrosion. 
Contact your jobber of Crapo 
Galvanized Products or write 
direct for further information! 


INDIANA 


& WIRE COMPANY , 
MUNCIE, INDIANA 


7veel 





Zoologist Writes: 
ca imaginable senet 
tried for protection ha 
ticks and chiggers; 0” y = 
Off passed the acid test. 
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PREVENT DISEASE & INFECTION! 
ae 


‘TICK 
OFF 


More Than A Repellent 


SAFE! FAST! Keeps away 
Chiggers, Ticks, Mos- 
quitoes, Flies. A few sec- 
ond spray protects you 
all day! 


12 Oz. Bombs 





TTI 


TTT 





Do you know that biting ticks trans- 
mit to humans twice the number of 
tularemia cases than handling or 
skinning of rabbits. 
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Customer-Dialed Toll Calls - Part 2 





Part I of this report on toll tick- 
eting appeared in the June issue 
of the TRANSMITTER. In this 
issue, we conclude the report, 
picking up where we left off on 
the subject of computing charges 
for customer-dialed toll calls. 








by 


James D. Confeld, 
Toll Ticketing Engineer 


JULY, 1955 








. The simplest method, of course, is 

to transcribe the recorded informa- with the process of transferring the point of the call which also extends 

tion relative to the call into some  ¢alj] information from the individual — to the Rate Marking Circuit. Here. it 

legible form and then have a human jo] circuit recorders into permanent is combined with the destination 

clerk apply the rate structure manual- form for billing purposes. point rate lead and a single lead is 
' ly to the elapsed time and write down In the toll ticketing system employ- energized representing the applicable | 
the charges. ing this method, the call information _ rate structure. | 
Another method is to sort the re- js recorded on magnetic tape during This lead then operates a rate de- 
corded information so that all calls the setting up of the call in the fol- lay which primes the basic informa- 
, on which a given rate structure ap- lowing order: Called office code, call- tion into the charge computer. The | 
plies are together and then feed that ed_ station number. calling station storage chains registering the filing | 
information into a calculating ma- yumber. date. time of day and | pulse — time and date are also preread and 
chine which is preset manually for per minute of elapsed time. if the distinctive signals indicating 
j that rate. The setting is manually When this information is to be night, Sunday or holiday rates are 
' changed each time a new rate struc- transferred into a permanent record, present, a different rate relay is op- | 





ture is to apply. 

A refinement of this latter method 
is to transfer or produce directly the 
recorded information in punched 


card form, sort the cards according the called office code are stored. the Base Charge $.25 
to applicable rate structure, and sort’ counting chains registering this in- Overtime Charge $.10 
into that deck, master rate cards formation are preread and leads rep- Base Period 3 min. 


which will automatically change the 
settings of the calculating device at 
the proper time as the cards are fed 
through. The device which reads 
the cards and feeds the information 
into the calculator is normally ar- 
ranged to punch into the same card 
the computed charges as fed back by 
the calculating device. 

The foregoing methods can be 
classified as delayed computing. A 
novel method has been devised which 
will compute the charges for a sub- 
scriber-dialed toll call simultaneously 





the tape is played back and the pulses 
registered in gas tube counting chains 
in the same order as they were re- 
corded. As soon as the 3 digits of 


resenting these first 3 digits are ex- 
tended into a circuit called an Office 
Code Interpreter. This circuit com- 
bines these three digits (representing 
the destination of the call) and puts 
out a signal on a rate lead to another 
circuit called the Rate Marking Cir- 
cuit. 

Since only one recorder is played 
back at a time, the origin point of the 
call can be determined by identifying 
the location of the recorder being 
transcribed. This identification ener- 
gizes a lead representing the origin 





erated and the modified rate is prim- 
ed into the computer. Let us take, 
for example, the tollowing typical rate 
structure: 


Overtime Period 1 min. 

When the rate relay op- 
erates, it sets the base 
charge of $.25 into the 
counting chains _ repre- 
senting the charges for 
the call. It also sets a 
counting chain which will 
absorb the first 2 pulses 
of the elapsed time and 
cause: the third and sub- 





Toll Ticketing common equip- 
ment frame installed for U. S. 
Army Signal Corps. 






























sequent pulses of elapsed time to ad- 
vance the charge counting chain by10 
cents per pulse. The prereading of 
the called office code register and 
takes 
place while the pulses representing 


presetting of the computer 
the called station number, calling sta- 
tion number, date and time of day, 
are being stored in their respective 
registers. A minimum of about 300 
milli-seconds is available which has 
proved to be ample time. When the 
elapsed time pulses, which are the 
last information relative to that call 
to be transcribed, are all counted, 
the computation is completed and 
the printing equipment prints this 
charge on the permanent record along 
with the other call data. 

An explanation should be made as 
to why, if the Base Period is 3 min- 
utes, only 2 pulses are absorbed be- 
fore the third one registers an over- 
time charge. 

State Public Service Commissions 
require that the subscriber be given a 
certain time to hang up after the base 
period has expired before overtime 
charges are made. On customer-dial- 
ed toll calls, this is usually 5 seconds. 
The individual trunk timer in the 
system being discussed is arranged to 
record the first time pulse 1 minute 
and 5 seconds after conversation be- 


gins. The next and subsequent inter- 
vals between pulses are exactly 1 min- 
ute. Therefore, if one pulse appears 
on the recording tape, the call has 
been in progress at least 1 minute and 
5 seconds. If two pulses appear, the 
call has progressed for at least 2 min- 
utes and 5 seconds and if 3 pulses 
appear, the elapsed time is at least 3 
minutes and 5 seconds and overtime 
must be charged. Any recording of 
less than 3 pulses, of course, will re- 
sult in the Base Charge being printed. 

In a practical installation of the 
above described system, many differ- 
ent called office codes will result in 
the same rate being applied. For in- 
stance, in one such installation, 105 
office codes are reached from two dif- 
ferent originating points but only 
five different and distinct rate struc- 
tures apply. In another installation 
149 office codes are reached from one 
originating point and 11 rate struc- 
tures apply. The number of separate 
rates this computer will handle is lim- 
ited only by the practical limits of 
mounting the required number of rate 
relays (one of which is required for 
each rate structure). 

With the present method of estab- 
lishing rate structures on a code point 
basis. for direct distance dialing, sev- 
eral thousand different rates may ap- 


Redwood County Telephone 


Company converts 


ply to calls originating in any one 
point. Traffic studies have indicated 
that the large majority of calls origi- 
nating in any one area terminate in 
relatively few points. This means 
that, if an operating company selected 
the points in which a large portion 
of its customer-dialed toll traffic ter- 
minated, only a few rates would have 
to be provided in the computer. Only 
a few tickets per day would fall out- 
side this group and would have to be 
computed on a delayed basis. 

In order to reduce the number of 
rates it might be possible to set up 
a system of zone rating similar to 
that used by the Post Office Depart- 
ment in setting postal rates. The dis- 
tance intervals would be small near 
the origin point and these intervals 
would increase as the distance from 
the origin point Thus 
there would be a relatively few rate 


increased. 


structures which would apply and 
practically all charges for customer- 
dialed toll calls could be computed 
on a simultaneous basis by a rather 
simple computer. The establishment 
of this method of zone rating on a 
nationwide basis will necessarily be 
a slow process but it is believed that 
much of the success of the nationwide 
customer toll dialing system will de- 
pend on its final adoption. 


Wood Lake, Minnesota 


Minnesota, land of 10,000 lakes and vacationers’ paradise, will be 
chosen by many telephone families for their vacation this year. 
Those who are not already aware of it will be impressed by the 
dozens of modern dial exchanges recently converted, such as Wood 
Lake. In the photos we see (left) Joe Beran, president, receiving 
congratulations on a successful cutover from V. C. Burchett, Stromberg- 
Carlson representative. At the right Lauren Beran, manager, directs 
Al Gear, Stromberg service engineer, in testing out the last few lines. 
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Mr. and Mrs. J. C. Torbett and son Gary can 
and should be proud of their XY dial exchange. 
Their achievement is all the more unusual be- 
cause the planning and conversion from sadly 
outmoded manual equipment has all been ac- 
complished in the short space of three years. 








On Dial Day Mr. Torbett entertained many 
visiting telephone company managers as 
well as the townspeople who had enthus- 
iastically endorsed and supported his ef- 
forts to bring improved service to this 
progressive community. 


Kalama, Washington 


Thank you, Mr. Coffey. Your “com- 
plaint” is one we like to hear! What 
you have modestly omitted is that 
the trouble-free service you are giv- 
ing your customers is the result of 
your own good planning and careful 
attention to basic operational tech- 
niques. Good luck and a good va- 
cation. 
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This is it! Mr. C. T. Davis of Fidelity Telephone Co. at 
Sullivan, Mo.; R. J. Cushing, Stromberg-Ccrlson; and 
Mr. Torbett watch as “picks are removed by Maurice 
Yeager of Warrenton (Mo.) Telephone Co., August Mar- 
tin and Lloyd Gresham of the local company. 
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Meet Our 


Emmett L. Shanks writes “Its no 
exaggeration to say | grew up in the 
telephone business, for [| was chang- 
ing out batteries in my Dad’s ex- 
change back when | had to borrow a 


kitchen the 


ment.” 


chair to reach instru- 


Emmett. as sales representative of 


the Rochester Branch. covers the 


states of Pennsylvania. New Jersey 
and Maryland. Starting as “vaca- 
tion help” in his home town telephone 
company at Canton, Missouri, Em- 
mett joined the Kansas City office 
1910. The 


he was given to wear had 


of Strombere-Carlson in 
“shoes” 
previously carried Art Preble in Ne- 
Kan- 


sas. but Emmett’s experience as plant 


braska, Colorado and nothern 


engineer for the Western Light an. 
Telephone Company qualified him for 
As he puts it. 
become 


this big assignment. 


“Telephony had something 
of a habit.” 

Since 1947 Emmett has based op- 
erations from his Camp Hill. Penn- 
sylvania, home in the geographic cen- 
ter of his territory. Ably assisted hy 
his wife Madeline. who “keeps office” 
and (17) 


Madelyn Ann (12) who keep him on 


daughters. Peggy and 
his toes or drag him off with a fish 
pole, Emmett longs for the eight-day 


week 


While he works over the torturous 


the kind with two Sundays. 


Pennsylvania mountains, the other 
members of the family wrestle with a 
full of church, 
club activities. 

Emmett shuns boasting. but has 


program scout and 


sometimes been caught happily smil- 
ing as he looks at a map of Penn- 


sylvania well sprinkled with XY® ex- 
changes! 

Robert E. Cleland “Even in the 
Army | worked for Stromberg-Carl- 
son. 

Bob Cleland may have thought that 
his call into the Armed Forces would 
with the 
which first 


job. but on arrival at destination his 


interrupt his connection 


company gave him his 
assignment was the supervision of 
the large Strombereg-Carlson  switch- 
board serving Ft. Wadsworth. New 
York. 

His tour of duty over, Bob returned 
to the Installation Department to be- 
come a foreman on several good-sized 
jobs. as telephone companies tried to 
meet the demands piled up during the 
While installing at Fort 
Frances, Bob 
made the decision to enjoy “home 


war years. 


Ontario (Canada). 


cooking. 


Bob and Jean Cleland live in Mt. 


Ohio. with their two chil- 


Burns (6) and Nancy (3). 


Vernon. 
dren 
Since 1951 Bob has been sales repre- 
senative in Ohio and West Virginia. 
both of which have experienced un- 
usual expansion and modernization 
programs, 

Weekend hobbies such as garden- 
ing. golf and listening to the Hi-Fi 
have gone by the board this year, as 
the Clelands have just bought a new 
As Bob puts it, “all my time 
is spent trying to follow the few sim- 


house. 


ple directions in the Do-it-Yourself 
books.” 
be enjoying a short vacation either 


Bob’s 


But all the family will now 


at Jean’s home in Canada or 
in Musgrove. Oklahoma. 


Rochester Branch Representatives 


Coit V. Henley didn't have to join 
the Navy to see the world. The sales 
representative covering New York 
and New England (and Mary Helen 
Henley. too) have seen much of it 
while he was installation foreman in 
such widely separated places as San 
Jose, Costa Rica; Perryton, Texas: 
Hobbs. New Mexico: and Jefferson 
City, Missouri: or while Coit was 
sales representative in [daho, \on- 
tana and Utah. 

Tired of traveling? Not on your 
life. The Henley’s have one rule for 


vacations: always go to a different 


place, but somehow or other get back 
down South sometime each year. 
Coit had been with Western Elec- 
tric as an installer before joining 
Stromberg-Carlson in 1918, 
time to head the installation force on 
some of the largest XY® conversions. 
Mary Helen Mrs. Henley 
while he was working in Shreveport. 
Louisiana; she knows the language 


just in 


became 


which is his life, for she was commer- 
service representative for the 
While the 


Mister is out on calls she has a busy 


cial 
telephone company there. 


club program including the Newcom- 
ers Club. 

In his present assignment Coit con- 
tacts one of the largest of the Inde- 
pendent companies (The Rochesie: 
Telephone Corporation) and_ scores 
of smaller operating units from the 
New York-Pennsylvania border to the 
rock-ribbed shores of Maine. Man- 
agers like his easy manner and con- 
from broad 
practical experience. And the Hen- 
leys have decided to “really settle” 


fidence which comes 


in Rochester and do their wayfaring 
on vacations. 
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New location provides needed space for increased activity. Shown (l-r) in 
group photo: Irene Boland; Arlene Silowoski; Mary Weinman; Earl Roesch, 
Supply Sales; Clifton Dasson and Howard Phelps, sales engineers. Upper 
right: manager Joseph Oftalagana and secretary Helen Schell. Indistin- 
guishable in the photo of the building is the “welcome mat” Joe has spread 


Gulf States Cuts XY at Arp, Texas 


In 1932. when many companies were 
experiencing difficult times, oil was 
discovered in East Texas and the Arp 
telephone exchange was born. Ever 
since then growth and progress have 
been the keynote of this operation of 
the Gulf States Telephone Company, 
climaxed by the conversion of the of- 
fice to XY dial early this summer. 
Intertoll dialing on inward long- 
distance calls will be provided this 
vear and complete intertoll service is 


built into the equipment for future 
use. 

Seven channels of Stromberg-Carl- 
son carrier are utilized in the system 
to provide the extra facilities needed 
now and for expected future growth. 

Among those present at the culover 
were Donald Lamb, L. A. Wallace, 
Rolla Johnson and Peter Vetch of 
Gulf States; A. B. Preble, Sherman 
Weiner. LeRoy Coker and Joseph 


Walker of Stromberg-Carlson. 




















. 





Cases of XY® dial equipment being moved from ware- 


house area to loading dock. 


DEPARTMENT IN A HURRY 


General traffic manager Lewis A. Schur and his secretary, 
Virginia Binggeli, tackle a routing problem. 


: a 


Pres Foren 


Rates, routes, auditing of bills are among duties of the 
Traffic Department staff, shown above. 


How Stromberg-Carlson’s 
Traffic Department 
keeps industry 


on the move. 


In the crisp winter dawn at the Chi- 
cago airfield, two long steel frame- 
works, cold and grey and looking 
like prehistoric backbones, were un- 
loaded from the gleaming air freight- 
er. It was 5:30 A.M. 

Two hours later the strange cargo 
had heen transferred to a different 
airship, was winging toward Denver. 

Sometime around noon in Denver. 
a crisis ended. Blacked out when a 
storm ruined their antenna on Thurs- 
day evening, station KOA-TY had a 
brand new antenna, and was ready to 
eo back on the air Friday afternoon. 
Yet. 21 hours earlier, the new an- 
tenna had been resting peacefuily on 
a hilltop in Rochester, N. Y.! 

When word came to him that the 
mission had been accomplished 
a tall. restless man in Rochester hune 
up his telephone and turned to his 
thousand other chores. 

He is Lew Schur, general traffic 
manager of Stromberg-Carlson. — [n 
his department, the Traffic Depart- 
ment, movement is as vital as life and 
death. Movement of unusual rush 
orders like the Denver antenna. Vlove- 


This fleet of trucks and personnel carriers is at the 


beck and call of all Stromberg-Carlson divisions. 


a 











ment of regular shipments. Or of in- 
coming supplies. Of people froim city 
to city, Movement on rails, over 
roads, in the air. 

From the moment your telephone 
equipment comes off the production 
line, the Traffic Department becomes 
its nursemaid. First it goes into 
packages, boxes, or crates suitable 
for the distance and type of transit. 
Then into a warehouse to await ship- 
ment. Then a type of transit is se- 
lected, a route picked, the equipment 
loaded and shipped. 

Sounds simple? Not so, when you 
keep trying to find better ways, as 
does the Traffic 
Stromberg-Carlson. 


Department at 


For example, suppose you've a di- 
rect. shipment of batteries to send 
from Philadelphia to Chicago. The 
railroad wants to know what you are 
-hipping. You tell them electric bat- 
teries. They tell you it will cost $2.97 
i hundred pounds to ship them. You 
think it over, and then change your 
inswer to “storage batteries.” The 
railroad smiles and says you now only 
have to pay $2.08. This is fun 
ind profitable. For instance, if the 
batteries had happened to be dry 
cells. these are even easier to handle. 
<0 that if properly described the rail- 
road lets you ship them for only 


720 
~fO, 


This is called “classification” 
ind by skillfully selecting just the 
right description of your shipment to 
ike advantage of lower rate struc- 
ures, the Traffic Department is able 
o save as much as 10¢@ on shipping 
osts. This, of course, is your sav- 
ng. courtesy of Stromberg-Carlson. 

Selecting the proper carrier is an- 
ther important job of the Traffic 
Vepartment. Our electric batteries 
ould be shipped for even less than 
he $1.78 mentioned above. if we had 
he time to ship them by a slower. 


Or. if the 


hipment is marked “rush,” the great- 


iore economical means. 


r expense of a high-speed carriet 
uch as air freight may be justified. 
(hese are decisions to be weighed by 
he Traffic Department and acted 
ipon quickly. 

While its left hand is busy coordi- 


nating shipment of outgoing equip- 


ment, the Traffic Department's right 
hand untangles the assortment of 
freight cars and trucks arriving at 
the factory with much-needed sup- 
plies. Hungry production lines con- 
sume raw materials at an alarmingly 
fast clip, and feeding this tremendous 
appetite is a joint venture of the Pur- 
chasing Dept. and the Traffic Dept. 
As shipments arrive, unloading crews. 
dock space, storage space must be 
provided, as well as siding facilities 
for freight cars. 

Add to these the tasks of expedit- 
ing, tracing and auditing bills for 
thousands of shipments: clearing Ex- 
port shipments; arranging transpor- 
tation for all company personnel 
traveling out of town: shipping spe- 
cial displays to shows and conven- 
tions; providing transportation be- 
tween Stromberg-Carlson’s 10 differ- 
ent warehouses and factories in Ro- 
chester, N.Y. 


why Traffic is Stromberg-Carlson’s 


You quickly realize 


“department in a hurry.” 

And you marvel at the efficiency 
with which they shipped over Ilo 
million dollars worth of parcel post, 
and over 36 million tons of express 
and freight in 1954. It all comes 
about because a handful of men have 
set themselves a goal of always look- 
ing for “ways to do it better” to 
vive better service to Stromberg-Carl- 


son customers. 








A “better way” for wrapping equipment — 
dispenser clips off just the right amount when 
you dial the number of inches of gummed 
tape you want. 


Special hydraulic tailgate on Stromberg-Carl- 
son trucks permits easy lifting of heavy or 
delicate equipment to any level. 


Coffee mingled with TV receivers, when Traffic Department found it 
needed extra space, solved the problem by leasing warehouse from 
Beechnut. Here you see TV moving in, coffee moving out. 
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Among the several handsome new XY® dial exchanges 
cuf into service this spring by the Southwestern States 
Telephone Company of Brownwood, Texas, is the 800- 
line office at Gilmer, Texas. 


Looking well pleased after the dial cutover at Grapevine, 
Texas are (left to right) M. E. Barnes, plant superinten- 
dent; E. G. Browell, Stromberg-Carlson; W. P. Esslinger, 
North Texas division manager. 


“Let's cut her in.” Mr. B. D. Robertson, city secretary, 
throws the switch cutting in the XY Dial System at Archer 
City, Texas, as Mr. C. R. Lee studies the supervisor panels 


~® on the power bozrd. 


This company takes pride in its buildings as a means 
toward continuing the excellent community relationships 
already established. Typical of these is the office of the 
500-line exchange at Junction, Texas. 





Not to be forgotten in the trend toward full dial opera- 
tion are the operators handling toll and special service 
functions. Wanda Phillips and Veo Vardeman take their 
turns at the Archer City board which supplements the 
dial equipment. 


STROMBERG-CARLSON” AND "XY" ARE REGISTERED TRADE MARKS OF THE STROMBERG-CARLSON COMPANY, ROCHESTER, N. Y. 
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Retirement Careers 

OST OBSOLETE telephone directories end up in a 

waste pile which reclaims the scrap paper and glue, 
but there are exceptions. For example, quite a few old 
directories take up a theatrical career. Here age is no 
drawback because an actor can look up an imaginary 
number in a 10-year-old book as well as a recent edition. 
Other books end up in a phase of the restaurant busi- 
ness: some proprietors keep a few on hand to prop up 
young diners who don’t quite reach the table. Then 
there are the people who cling to their old directories 
for all sorts of odd chores. Like pressing leaves and 
flowers, keeping photographs from curling or as a 
storagehouse for valuables. 


“Busy Line” 

ORTHWESTERN Bell reports the sad_ telephone 

case of a merchant blessed with 16 daughters. It 
seems the merchant was alarmed recently when he re- 
ceived a telegram from a friend in a near-by town ask- 
ing him to telephone him at once. Seizing the family 
phone from one of his teenage daughters, he called. 

“Get your family off that telephone,” said the friend. 

“I’ve been trying to reach you for two days.” 


Collection Perfection 
T LEAST one collection man has discovered why 
his customer postponed payment. According to the 
way we heard it, a long overdue telephone customer 
finally answered a third collection letter. 

“Your collection letters are the best I’ve ever seen,” 
he wrote. “In fact I copied them and have collected 
some of my worst accounts. 

“| figure your final letter must really be a dandy, so 
am waiting for it before | pay my bill ! want to use 
it on some really bad accounts.” 


Wanted — Foreign Telephone Directories 

NE OF OUR pet hobbies has been, and is, a pro- 

fessed aim to complete a growing collection of 
telephone directories from the capitals of other nations. 
Last week we checked and if we are to complete the job 
we need immediate help from our foreign subscribers. 
Right now we need directories from the capitol cities 
of Sweden, Denmark, France, Italy, Poland, Austria. 
the South American countries, England. Belgium, Rus- 
sia, Turkey, Hungary, Portugal, and Spain. 

If we get some immediate help we may be able to 
enter our collection in the Independent Pioneer Tele- 
phone Association’s Hobby Show this fall. So if you're 
one of our good foreign subscribers we'll really appre- 
ciate receiving a copy of your directory. 
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Delayed Action Dialing 
ERE’S ONE that Bell Labs didn’t think up. West- 
ern Electric, caught unprepared, has not yet been 
able to get into production, and Wall Street financiers 
are scratching their heads over a sudden brisk trading 
in pencil stocks. 

The revolutionary new development might be termed 
“indirect pencil dialing.” Its inventor, a Miami, Flo- 
rida theater manager, reports it highly efficient as a 
burglar trap and he has two sadder but wiser youths to 
vouch for this efficiency. 

An exact description of the intricate device is natural- 
ly being withheld until patent rights have been secured. 

However this story of its trial run was released. The 
manager-inventor propped the receiver of his office 
telephone off the hook and dialed all but the last digit 
of his home number. 

When the prowlers opened the door, a piece of string 
pulled taut. Tension of the string released a pencil at- 
tached to the dial mechanism. End result dialing of 
the number was completed AND the manager’s resi- 
dence phone rang. 

Unaware that their number was up, the thieves were 
caught red-handed by the Miami police. 


Specialized Education 
receipes Education can be an expensive com- 
modity both to the fellow who pays for it and the 
man who buys it later. A sterling example of this con- 
cerns the expert who was called in to repair a costly 
piece of office machinery. He looked at it for a mo- 
ment, turned it on and listened, then tightened a screw 
a quarter turn and the ailing machine was pronounced 
well and healthy. His bill for $200 drew screams of 
protest from the office manager who immediately de- 
manded an itemized statement. The bill was subse- 
quently paid on receipt, of the statement, which listed 
a fee of three cents for turning the screw and $199.97 
for knowing which screw to turn. 


‘New Language To Learn” 
T FREMONT. Mich., Muriel “Jackie” Cruzan, form- 
er operator in London. England, has joined the 
operating forces. Now that she’s in America, she finds 
there’s new telephone language to be learned. 

When in England, her phrase for “busy” was: “The 
line is engaged. Shall I keep it in hand?” For “DA,” 
she said, “There’s no reply!” Also an English operator 
never says, “Hello.” She asks, “Are you there?” 


Operators in Fremont, reports Miss Cruzan, were 
somewhat amazed to find out from Jackie about work- 
ing hours. Women operators in England work eight 


hours — the same as in U. S. — but only between 


8 AM and 7 PM. Men take over after 7 PM. 
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every line in this city could be 


routined in only les Yourd-! 


with the Automatic 
line insulation 
routiner... 


In a city like this, with some 30,000 telephones, it (early morning, for instance) when incipient faults 


would probably take one man well over a month to test can be detected most readily. 


every line manually for trouble due to insulation fail- 
, The Automatic Routiner can be easily applied to any 
ure. But in a Strowger Automatic exchange of the 
Bs ad ; gs 2s Strowger Automatic exchange with a_ regular test 
same size, the Automatic Line Insulation Routiner can 
Ls y , switch train, and is typical of the complete line of 
do the job in only 18 hours total time. In that time, YI 
auxiliary services available for Strowger equipment. 
it can completely test every line for foreign potential, 
Write today for Circular TM-1811 and see how wthis 
loop-to-loop leaks, and loop-to-ground leaks and 
— service is saving time and money for telephone com- 
this includes a reasonable allowance for recording 
panies throughout the country. Address: Automatic 


faults and resetting the machine. 
Electric Sales Corporation, 1033 W. Van Buren St., 
, ré > € Q Sa ; > . . os ‘ 

Lines are tested at the rate of about 30 per minute, Chicago 7. Or call HAymarket 1-4300. 
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The best equipped telephone directory 
publishing organization in the world. 
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All depends, of course, where you fish. 


Swordfish aren’t snagged in a brook. By the same token, 
a thousand station directory can’t return the same revenue 
as a ten thousand name book. 


Big or small, however, you should get maximum return 
from the directory you do produce... as well as smart 
appearance, accurate listings and goodwill from subscribers. 


That’s where we come in. Our Complete Directory Service Plan 
gets the most and the best out of any situation. That’s why 
we're now serving telephone companies of all sizes operating 
in over 4400 communities and increasing the number each year. 


Why not call our nearest office and get the facts. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Busse Highway - DFS PLAINES, ILLINOIS - VAnderbilt 4-2164. 


ERIE, Penna. « G. Daniel Baldwin Building » Tel: 2-4187 MADISON, Wisconsin + Tenney Building « ALpine 7-1667 


LAFAYETTE, Indiana + Potter Building + Tel: 2-3720 SAN ANGELO, Texas + 110 South Taylor St. - Tel: 6738 


SPOKANE, Wash. « N. 108 Washington St. - MAdison 4336 


LEXINGTON, Kentucky » 152 Barr Street + Tel: 4-7618 ; 
SPRINGFIELD, Ill. * Myers Bros. Building +» Tel: 3-1236 


LONG BEACH, Calif. * 604 Pine Avenue + Tel: 6-7221 





